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STOP ARGUING! 


About ninety per cent of all domestic discord is about money. 

"Where's the money going to come from?" and "Where does it go?" . 

It's an endless argument because expenses are endless unless they are controlled. With so many wants and de- 
sires and ways to spend money it is futile to argue about this or that expense. 


AGREE 
ON HOW MUCH YOU CAN SAVE. 


A nest egg for the rainy day is the best foundation for peace in the family. There is no better stabilizer of 
family — than a plan of regular savings. When savings are placed first other expenses come under control. 
The best spenders are those who save, because they spend wisely. Those who don't save are not even good spenders. 











"4 
RA ES Cee tesa eR 
— NRT eh RR CY 


The wise plan is to 





un They don't get their money's worth because those who don't realize the value of money don't get value for their 
ze- money. 

. There is no end to spending until you make a start towards saving. 

. ' The way to save is to save; the way to start is to start; 

‘HE 

ot THE TIME TO START IS NOW! 


The secret of successful saving is a definite plan that requires regular deposits. Agree on the amount you want 
to save—say, for example, $10,000, at age 60. Take out a Western and Southern Endowment for $10,000 at age 60. 

All right. If you are 35 years old, that will take an annual deposit of $322.90, and at age 60 your $10,000 will 
be there for you. If you don't live that long the full amount will be paid to your beneficiary immediately. No other 
savings plan but life insurance gives you that guarantee. 
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: F You CAN'T Do Better With Your Money 


The Western and Southern Life Insurance Company 
CHARLES F. WILLIAMS, President CINCINNATI 


A Human Institution Serving Human Needs 











50 Years of Growth | 


. as depicted by NYNL’S successzve 
Home Offices since its founding in 1885. 
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eee we 
present 
again 


DANIEL STARK’ 


WELCOME WORDS, these, to the hundreds of 
thousands of family men who tune in on Union 
Central Life’s “Roses and Drums” every Sunday. 
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True, they tune in to hear the intensely FE —S— = i= 
dramatic show, but they are also vitally interested 5 
in Daniel Stark’s brief stories of his experiences 
in life insurance. Proof of that is seen in the (Above) 
thousands of letters they write, asking for further KE < PRESENT 
information on policies that Daniel Stark has LT BR HOME OFFICE 
told them about. Direct leads for Union Central af af an | 
salesmen! Z Mn, Ute (At Left) 


l E OFFICE 
This month Daniel Stark is telling “Roses and Ris ve ' — - 1924 


Drums” listeners about a new Union Central 
policy—the Multiple Protection Plan. At a cost 
the prospect can easily afford, this plan gives the 
complete protection every man wants both for his 
family’s future and his own. 
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WERE 


Tune in on the “Roses and Drums” program RENTED 


any Sunday at 5:00 P. M. Eastern Standard Time, 
over the NBC Basic Blue network and added 
stations. See for yourself why Daniel Stark’s by 
radio talks have been so successful in laying the wer { ’ adm (ahi, (Above) 

foundation for additional sales by Union Central aula WM: isle F aha! 1901 - 1905 
Agents. - 7 Ee] } ' Raitt is Andrus Building 
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1885 - 1889 
Minnesota Loan | ss mei 8 (Ar Left) 


and Trust Building. a de tlt Wright Block 
Th e The Company's A 3h a 1889 - 1901 
seat | ie 


UNION CENTRAL| —— 


Were Here 
; NORTHWESTERN NATIONAL a 
Life Insurance Company | — uFEINsuRANce company 50" 




















OJ. ARNOLD, parswext 
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Many Changes Due 
in Commissioners 


New Department Heads to Be 
Named in Several States, as 
Result of Election 


READ, HOBBS REELECTED 


Hopton Succeeds Olsness in North 
Dakota—Expect Warner, Kelly and 
Graff to Be Replaced 


A number of new faces are scheduled 
to appear in the ranks of the insurance 
commissioners early in the new year as 
a result of the election last week. There 
are, of course, only a few states in which 
the insurance commissioner is an elec- 
tive office, but where the position is ap- 
pointive the election of a new governor, 
particularly where there is a change in 
the party in control of the state govern- 
ment, usually brings changes in the in- 
surance department in its wake, | 

Two of the elective commissioners, 
Jess G. Read of Oklahoma, secretary of 
the National Convention of Insurance 
Commissioners, and Charles F. Hobbs of 
Kansas, both veterans in the ranks, were 
reelected last week. Notable among the 
retirements in this group is that of S. A. 
Olsness of North Dakota, who is one of 
the old-timers in the commissioners’ 
convention and has served for some time 
on its executive committee. He was de- 
feated for renomination in the primaries. 
His successor, elected on the Nonparti- 
san ticket, is Harold Hopton, former 
deputy under Mr. Olsness and also at 
one time connected with the bonding de- 
partment of the commissioner’s office. 
After leaving departmental work he was 
for a time in Canada as supervisor of 
the legal and loss departments for a 
number of companies. He has more re- 
cently been engaged in the private prac- 
tice of law. 

Several to Be Replaced 


Among the appointive commissioners 
probably scheduled for retirement are C. 
E. Gauss of Michigan, C. T. Warner of 
Ohio, W. H. Kelley of New Jersey and 
C. H. Graff of Pennsylvania, who has 
been serving as acting commissioner 
there since the death of Commissioner 
C. F. Armstrong. 

Commissioner H. P. Dunham of Con- 
necticut, a Republican, was reappointed 
by Governor Cross, a Democrat, when 
the latter first took office. Whether 
Col. Dunham still can satisfy a Demo- 
cratic administration remains to be seen. 
He is one of the most able and useful 
of the commissioners. He has main- 
tained the traditionally high Connecticut 
Standard and he has contributed might- 
ily to sound insurance in the country at 
arge. He has done much to sound the 
slogan of dependable insurance. 

The term of Commissioner E. F. 
Mitchell of California expired more than 
a year ago, but he has been allowed to 
Continue in office without reappointment, 
although there have been persistent re- 
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October Shows Increase 
in New Life Business 





NEW YORK, Nov. 15.—New life in- 
surance production for October, 1934, 
was 5.7 percent greater than for Oc- 
tober of last year while for the first 10 
months of this year the volume of new 
production showed an increase of 10.5 
percent over the corresponding period 
of 1933, according to the Life Presi- 
dents Association. 


All Classes Show Increase 


All classes contributed to the in- 
crease for October. Total new busi- 
ness was $694,718,000 against $657,362,- 
000 in October, 1933, an increase of 5.7 


percent; new ordinary $442,073,000 
against $418,990,000, an increase 5.5 per- 
cent. Industrial $216,439,000 against 
$212,452,000,— increase 1.9 percent; group 
$36,206,000 against $25,920,000—increase 
39.7 percent. 

For the first ten months total new 
business was $7,090,099,000 this year 
against $6,416,297,000 last year, increase 
10.5 percent; ordinary $4,610,699,000 
against $4,232,266,000, increase 8.9 per- 
cent; industrial $2,081,893,000 against 
$1,924,001,000, increase 8.2 percent; 
group $397,507,000 against $260,030,000, 
increase 52.9 percent. 








ports from time to time that a new ap- 
pointment was imminent. Mike O’Sul- 
livan, vice-president Sunset Mutual Life, 
Los Angeles, who was a candidate for 
the post last year, has again announced 
his candidacy following the election of 
Acting Governor F. F. Merriam in his 
contest with Upton Sinclair. The names 
of other candidates, some with strong 
political backing, are also reported to 
have been presented to Governor Mer- 
riam. It is not believed that Mr. Mit- 
chell will be reappointed. 
Garfield Brown May Retire 


Commissioner Garfield W. Brown of 
Minnesota, who is now serving as presi- 
dent of the National Convention of In- 
surance Commissioners, is quite likely to 
retire from office when his term expires 
in February. He was appointed for a 
full term by Governor Theodore Chris- 
tianson when George W. Wells resigned, 
and has therefore held over through the 
first term of Governor Floyd B. Olson, 
Farmer-Labor chief. Governor Olson, 
who was reelected last week, has given 
no public indication of what he proposes 
to do when Mr. Brown’s term expires, 
but it is not believed likely that the com- 
missioner will be reappointed, although 
he is held in high regard, personally and 
officially, by Farmer-Labor leaders. 

The election of R. L. Cochran as gov- 
ernor of Nebraska may result in a shake- 
up in the insurance department. Al- 
though an appointee of Governor Bryan 
as state engineer, Mr. Cochran was 
backed in the campaign largely by the 
anti-Bryan group of Democrats. It is 
expected, therefore, that most Bryan ap- 
pointees will have to walk the plank. 
Nebraska insurance men have been 
strong in their commendation of the 
good work done by Insurance Director 
Lee Herdman, and will put up a fight 
to prevent his being made a victim of 
factional warfare. 


Seek to Retain Gauss 


Return of the Republicans to power in 
Michigan through the election of F. D. 
Fitzgerald as governor may bring about 
a change in the department there. The 
Michigan commissioner serves at the 
pleasure of the governor and the ap- 
pointment has usually been on a political 
basis. Strong efforts will be made, how- 
ever, to secure the retention of Commis- 
sioner C. E. Gauss, who has made an 
excellent impression on insurance men, 
making the interests of the department 
his first consideration and refusing to 





make it a political football. He retained 
the old department personnel, resisting 
all demands that efficient employes be 
dismissed in order to fill their places 
with Democratic office seekers. He has 
said he would be willing to serve under 
the Fitzgerald regime if so requested 
and has no intention of resigning before 
his term expires, Dec. 31. There will un- 
doubtedly be much pressure on the gov- 
ernor to secure the naming of a Repub- 
lican for the post. So far no specific 
names have been suggested and Mr. 
Fitzgerald says he has made no prom- 
ises. 
Van Schaick May Go on Bench 


Superintendent G. S. Van Schaick of 
New York can undoubtedly remain in 
office if he desires. He is one of the 
outstanding commissioners of the coun- 
try, who has given the state a most ex- 
cellent administration. Mr. Van Schaick 
has taken an active interest personally 
in the big problems of his office. He is 
a lawyer of distinction and is thoroughly 
honest. The report is, however, that he 
may be appointed to the supreme bench 
of New York for a term of 10 years. 
His predecessor, Albert Conway, re- 
ceived a similar appointment. 

The New York “Times” mentions as 
a possible selection for the office Vin- 
cent Dailey, now state manager of the 
Home Owners Loan Corporation. 


Clark to Go Next Year 


Governor-Elect Earle of Pennsylvania 
has promised a complete house cleaning 
in the state house at Harrisburg, which 
undoubtedly will include the insurance 
department. Various candidates have 
been suggested for the post, who are 
supposed to have strong political back- 
ing, but Mr. Earle has announced quite 
diplomatically that he will accept no dic- 
tation in the formation of his cabinet, 
although he will receive suggestions. He 
asserts he will appoint the best men 
possible to the various posts, which has 
given some hope to insurance men that 
a commissioner will be named who 
knows something about the business. 

Ever since the Democrats gained con- 
trol in Iowa last year efforts have been 
made to dislodge Commissioner E. W. 
Clark, who is a Republican. He has 
managed to hold on so far, but can not 
hope to remain in office beyond his pres- 
ent term, which expires next July. The 
new commissioner must be confirmed by 
the senate and the governor is expected 

(CONTINUED ON PAGE 15) 
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Par permres Plan 
of Equitable Life 


Announces Change of Major Im- 
portance Which Becomes Ef- 
fective on Dec. 1 


OTHERS TO FOLLOW SUIT 


Increase in Surrender Charge and Ex- 
tension of Period Applicable Also 
Expected by Jan. 1 


The Equitable Life of New York is 
the first to announce that it will issue 
participating annuities. This change be- 
comes effective Dec. 1, after which date 
it is reported all new annuity contracts 
sold by the company will be participat- 
ing. 

They will be based on a 3 percent in- 
terest assumption, as contrasted with the 
3% percent factor used in present con- 
tracts. Rates for the new contract have 


not yet been made public, but are ex- 
pected to be released late this week or 
sometime next week. It is a foregone 
conclusion that a great many other 
companies, especially large eastern com- 
panies, shortly will announce participat- 
ing annuities. 


Being Widely Debated 


This subject has been in the air for 
many months, as the avalanche of an- 
nuity applications continued and the 
companies accumulated unusually large 
cash funds which under present condi- 
tions are difficult to invest at satisfac- 
tory yield. 

The Equitable also, it is reliably re- 
ported, Dec. 1 will inaugurate higher 
surrender charge on single premium and 
annual premium retirement annuities and 
after Jan. 1 will increase the surrender 
charge on all life contracts. The pres- 
ent charge is approximately $25 extended 
over a 10-year period. It is understood 
this charge not only will be increased 
but will be extended over a much longer 
period. One report is that the charge 
will extend through the 19th year, there 
being no surrender charge in the 20th 
year. 

If this plan is followed it will mean 
substantially higher surrender charge in 
the early policy years, with consequent 
reduction in cash and loan values avail- 
able. If, for instance, the Equitable 
should emnlov a surrender charge fac- 
tor of $30 spread over 19 years, the 
charge obviously would go off much 
more slowly than would a charge of $25 
spread equally over ten years, as in the 
former case in the tenth year there 
would still be approximately $15 charge 
remaining, whereas in the latter case all 
charge would have been canceled off. 

The Equitable is expected to make an- 
other change which will do away with 
one of its last contracts on the 3 per- 
cent reserve basis. This it is said will 
be withdrawal of the old convertible 
policy which was on 3% percent, and re- 
writing it at 3 percent. 

(CONTINUED ON PAGE 20) 
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Important Underwriting Questions Discussed 
by Home Office Executives 


NEW YORK, Nov. 15.—Inter-com- 
pany uniformity in underwriting rules 
and practices, often considered desirable 
by field men, would in reality work 
against the -agent’s interest by tending 
to curb underwriting progress and de- 
sirable experimentation and to stagnate 
present selection standards at their 
existing level, said Harold F. Larkin, 
vice-president Connecticut Mutual Life, 
at the annual meeting of the Home Of- 
fice Life Underwriters’ Association. _ 

Such progressive steps as urinalysis, 
blood pressure, and other tests which 
have made it possible for the agent to 
write risks which would otherwise have 
to be declined were adopted largely as 
a result of independent pioneering by 
individual companies and later came into 
general use when their worth had been 
definitely proved by experience, he 
pointed out. Underwriting would not 
have reached its present level if inter- 
company uniformity had been the 
rule, he stated. 


Uniform Mortality Not 
Due to Uniform Standards 


Uniformity of underwriting standards 
would not result in uniform mortality 
among companies, he continued, as a 
company’s business may vary widely ac- 
cording to its distribution by age at is- 
sue, geographical location, proportion of 
large lines, occupational hazard and par- 
ticularly according to the type and cal- 
ibre of its agency organization. At the 
same time, a company must take into 
account its “niche” in the insurance 
world, whether it will seek a select 
group of risks with a low mortality and 
low net costs, or whether it conceives 
its field to be broader, serving the 
larger mass of people and content with 
a reasonable mortality. A company in 
the former group may be shooting for 
a mortality of 50 percent, while in 
the latter class 70 percent of the ex- 
pected may be relatively as satisfactory. 


Investment Situation May 
Influence Company Policy 


Another factor in influencing a com- 
pany’s underwriting policy is its invest- 
ment situation, Mr. Larkin pointed out. 
If it is in a favorable investment posi- 
tion it may be able to slacken its under- 
writing rein slightly and still maintain 
a favorable cost to policyholders, 
whereas if its investment gain is less fa- 
vorable, it will try to make up some of 
the difference on the underwriting side. 

While stressing his disbelief in inter- 
company uniformity as a deadening in- 
fluence on progress, initiative and ingenuity, 
Mr. Larkin was equally emphatic in favor 
of uniformity and consistency within the 
company, with procedure so arranged 
that a decision in a given case will be 
the same one day as the next, with no 
reason for an agent to complain that 
the medical director or underwriter 
“must have had a grouch that day.” 


Medical Impairment Studies 
Brought More Uniformity 


J. D. Williamson, assistant actuary, 
Canada Life, discussing Mr. Larkin’s 
address, said he believed inter-company 
uniformity to be a good thing up to a 
certain point, and credited the Medical 
Impairment studies with helping bring 
about a desirable degree of uniformity. 
Friction between agents and underwrit- 
ers is due largely to neglect in educat- 
ing agents along underwriting lines, he 
opined, and suggested greater frankness 
in dealing with agents on underwrit- 
ing questions. : 

Valentine Howell, associate actuary 
Prudential, said that his company had 
had very good experience in training a 











group of the abler girl clerks engaged in 


Statistical card work in passing on 
smaller ordinary applications so that 
they can be switched over to the under- 
writing work at peak load periods, par- 
ticularly during the four annual “ordi- 
nary effort” periods when the industrial 
agents are concentrating on ordinary. 
The statistical card work can much bet- 
ter be delayed than the approval of ap- 
plications, and since the installation of 
this plan no application has to wait 
longer than 24 hours for action by an 
approver, he said. 


Ordinary Business Written 
by Industrial Agents 


The company has experienced a very 
good mortality on 
written by industrial agents, he said, 
and it shares only in a minor degree the 
unfavorable mortality experienced by 
ordinary companies in attained age 
groups running from age 48 to 62. 

Touching on non-medical, he said that 
there is proportionately less extra mor- 
tality on non-medical under 35, but that 
the extra mortality increases rapidly 
after that point. The company has 
found it profitable to issue up to 
$3,000 non-medical up to age 30 and 
$2,500 up to 35, after which age exam- 
inations are required. Within these lim- 
its 49 percent of the applications re- 
ceived are on non-medical business, he 
noted as an indication of the import- 
ance of this type of insurance. 


Arthur Hunter Shows 
Need of Greater Care 


While it may be difficult to draw de- 
ductions from recent mortality expe- 
rience for use by underwriting depart- 
ments in the selection of risks, it seems 
likely that increasing care must be used 
at the older ages at entry, especially be- 
tween ages 40 and 49, said Dr. Arthur 
Hunter, vice-president and chief ac- 
tuary New York Life. 

Dr. Hunter reviewed the results of a 
recent investigation of the mortality of 
14 companies for business issued in 


ordinary business’ 





1925-1932 (carried to the policiy anni- 
versaries in 1933) as compared with 
mortality on issues of 1920-26 carried 
to the anniversaries in 1927. 

“It appears that, on the whole, the 
new experience is not as good in the 
later as in the earlier period,” said Dr. 
Hunter. “While it has improved under 
age 30 there has been a distinct de- 
terioration at the middle and older ages, 
the mortality being 19 percent higher at 
ages of entry 40 to 59 than on the is- 
sues of 1920-1926. The relative mor- 
tality in the later study increases with 
duration, the highest being under pol- 
icies with durations seven and eight 
years. When, however, the experience 
was divided by years of issue there was 
an apparent improvement in 1930-1-2 
Over 1927-8-9. 


Death Rate in Younger 
Ages Has Improved 


“The death rate at the quinquennial 
age group 10 to 14 is lower than any- 
thing which would have been expected 
25 years ago. In the first policy years it 
is less than one per 1,000 and does not 
reach two per 1,000 until the seventh 
policy year. Even in the age group of 
entry 25 to 29 the death rate does not 
reach three per thousand until the 
eighth policy year. At the youngest 
ages the ratio to the table of 1920-1926 
is from 85 to 90 percent in the early 
policy years, but from age 40 up the 
mortality is definitely higher in the re- 
cent table. 

“Recent investigation of double in- 
demnity mortality shows that it is quite 
evident that there is a selection against 
the companies as the mortality by 
amounts of insurance is greater than 
by number of policies; at ages 25-55 the 
mortality by the former is 10 percent 


higher than by the latter, with a larger’ 


ratio at younger and older ages. The 
accidental death rate decreases from 
the youngest ages up to about age 30, 
when there is a turning point, but the 
death rate at 20 is not attained again 





Speak at Underwriters’ Meeting 











H. F. LARKIN 
Connecticut Mutual Life 





W. H. DALLAS 
Aetna Life 


At the Home Office Life Underwriters Association meeting in New York 
City, W. H. Dallas, assistant vice-president of the Aetna Life, was president of 
the organization and presided at the first session, giving his presidential address. 
H. F. Larkin, vice-president Connecticut Mutual, was one of the chief speakers 


and was elected editor of “Proceedings.” 











until age 47. We find that the rate pe 
thousand at age 30 is increased by 5 


percent at age 44, is doubled at age 5) F 


and trebled at age 60.” 


Citing a paper recently presented at f 


the Medical Directors Association py 
Dr. William Bolt of the New York Life 
Dr. Hunter said it seems clear froy, 
Dr. Bolt’s and other investigations tha 
selection departments should have jy 
mind not the number of millimeters py 
which an applicant’s blood pressure ¢. 
ceeds the average, but the number o 
millimeters above the point of bes 
mortality, which is from five to fifteen 
millimeters below the average ‘blood 
pressure. Another important con. 
clusion of Dr. Bolt’s, quoted by Dr. 
Hunter, is the necessity of taking ac. 
count in a severe way of histories of 
high blood pressure, 
glycosuria, and heart trouble, 
though apparently cleared up at the 
date of application. 


Watchfulness Is Needed 
in Small Applications 


H. R. Laurie, chairman underwriting [7 


committee, London Life, pointed out 
that since the mortality rate is climbing 
despite the trend away from larger poli- 
cies, it is logical to assume that some of 
the increased mortality can be laid at 
the door of the smaller policies, indicat- 
ing a need for greater watchfulness in 
handling these applications. 

L. W. Morgan, vice-president Pacific 
Mutual Life, said that an unduly high 
“not taken” ratio is often due to the 


fact that the attention of the manager > 


or agent has not been called to this sit: 
uation, and that it can often be remedied 
by pointing out that the ratio is out of 
line. His company makes it a practice 


to ‘review letters to agents in declining | 7 
cases, to be sure that nothing is inad- |] 
vertently said which will offend the |7 


agent personally, and in general e- 
deavors to take a point of view sympz 
thetic to the field man. Discussing Mr. 
Morgan’s paper, Ross B. Gordon, vice: 
president State Mutual Life, said agents 
should be reminded that careful selec- 
tion is a condition of favorable net cost. 


Actuary Jackson Deals 
with Liquor Problem 


Dealing with the liquor problem in 
selection, H. H. Jackson, actuary Ne 
tional Life of Vermont, called attention 
to the difficulty of determining just how 
much a man drinks and the variation o 
judgment involved in deciding what cot- 
stitutes “normal” drinking, but warned 
that admitting a few special cases de 
spite their bad liquor habits is akin to 
admitting a bull into a china shop. _ 

Morris Pitler, statistician, Mutual Life 
of New York, discussing Mr. Jackson's 
address, pointed out that the danger of 
accepting a man who drinks to excess 
occasionally lies largely in the fact that 
such excesses are usually superimposed 
on an already steady free use of alcohol. 

On the same subject, W. H. Lockey, 
manager of the new business depatt- 
ment, Life of Virginia, said that “re 
formed” heavy drinkers were often mot 
recently or less throroughly reformed 
than they admitted. High blood pres 
sure, high pulse, digestive troubles, di- 
vorce or other symptoms of marital 
trouble he cited as danger signals 
dealing with such cases. 


Acquisition Cost on 
Reinstated Business 


The saving in acquisition cost on fe 
instated business as compared with new 
business makes it possible to be some 
what less stringent in underwriting ' 
instatements than on new business, Sa! 
C. F. Cross, underwriting secretary, Lit 
coln National Life. A company shou 

(CONTINUED ON PAGE 15) 
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Best Rating Plan 
to Be Continued 





Letter Is Sent to Special Commit- 
tee of American Life 
Convention 


ARGUMENTS SET FORTH 


Large Majority of Subscribers Voted 
Against the Discontinuance of 
Grading Companies 


Life men naturally were deeply inter- 


4 ested in the announcement that the A. 


M. Best Company of New York would 
continue life company ratings and would 
make no change in its mechanics. The 
issue came to the front with the Ameri- 
can Life Convention when it appointed 
a special committee to treat with Mr. 
Best and his associates. This committee 
had a conference with Mr. Best and his 
cohorts in New York and later in Chi- 
cago at the time the convention was 
holding its annual meeting. In these 
conferences one of the points made by 
the officials was that there is certain to 
be legislation introduced prohibiting rat- 
ings of this character and it was also 
stated that some of the insurance com- 
missioners woud take a hand. Whether 
legislation regulating ratings will stand, 
remains to be seen. The A. M. Best 
Company claims that there is no statute 
so far as it knows that prohibits rating 
of banks. There are statutes making it 
a penalty to make false statements or 
misrepresentation of a bank or financial 
institution. However, there is no rating 
organization that attempts to grade 
banks. Many of the company officials 
were in hope that Mr. Best would meet 
them half way and modify this system. 


Demanded Discontinuance of Rating 


In a letter to subscribers, the A. M. 

Best Company states that when in New 
York the American Life Convention 
committee virtually demanded that it 
discontinue the rating of life companies 
and requested a reply prior to the meet- 
ing of the organization in Chicago, 
starting Oct. 8. At the Chicago meet- 
ing Mr. Best took the position that the 
question raised was of too great impor- 
tance to a large number of people using 
the reports and ratings to the public to 
justify a decision at that time. The 
A. M. Best Company then says: 
_ “We promised to investigate the en- 
tire subject carefully. This has been 
done, and over 98 percent of the replies 
from those using the ratings (including 
life insurance agents, insurance brokers, 
banks and trust companies, large busi- 
ness concerns and policyholders) are 
most vigorously in favor of the con- 
tinuance of the ratings. The high type 
of the writers of these letters and the 
Statements made therein convince us 
that the ratings are being used in an 
entirely proper and fair manner for the 
Protection of the public and of sound 
life insurance companies and their pro- 
ducing agents. We have, therefore, de- 
termined that it is our duty to continue 
these ratings, and this will be done.” 


Letter to Life Committee 


_Mr. Best says in his letter to the spe- 
cial committee of the American Life 
Convention: 

As promised during the conference 
which my associates and myself had 
with you at the meeting of the conven- 
tion in Chicago early in October, we 
have made a painstaking study of the 
effect of our ratings of life companies 
and the methods employed by life agents 
i connection therewith. Approximately 
35,000 copies of our life reports and rat- 
(CONTINUED ON PAGE 8) 








Full-Time Agents Plan 
Organization in Chicago 











A practical response to the “call to 
arms” of President T. M. Riehle of the 
National Association of Life Under- 
writers, has been made with the cir- 
culating of a petition to call a meeting 
of full-time agents in Chicago. The 
object is to organize an agents’ division 
of the Chicago association, one of whose 
important functions would be to op- 
pose the employing of part-time agents. 

Frank O’Leath, an agent of the Thur- 
man general agency New England Mu- 
tual, proposed the plan. It is proposed 
that the agents’ division, if formed, 
adopt a resolution to be signed by all 
agents subscribing, pledging themselves 
not to submit business to general agents 
and managers who accept business from 
part-timers. This, it is believed, strikes 
at the heart of the part-timer problem 
in the simplest, most direct way. 

The immediate cause of the Chicago 
movement, to which it is said there are 
already many subscribers, was the loss 
of several large cases to part-timers, 
because of business or family relation- 
ships. 

The Chicago full-time agents believe 
they have found a way to get imme- 
diate action on this problem. 


John Hancock’s General 
Agents Meet in Pittsburgh 





A regional meeting of John Hancock 
general agents was held in Pittsburgh, 
one in a series being conducted in sev- 
eral sections. H. G. Schafer, superin- 
tendent of general agencies, attended 
from the home office and spoke. 

The first meeting in the series was 
held recently in Indianapolis. Another 
will be at Kansas City the latter part of 
November, and a fourth in Springfield, 
Mass., about the middle of December. 





Handling Business of the 
Defunct Companies 





The importance of the reinsuring 
company retaining to as large extent as 
possible, the agency force of a defunct 
company, whose business is taken over, 
was emphasized in a paper prepared by 
R. G. Stagg of the Lincoln National 
and presented at the meeting of the 
American Institute of Actuaries in Chi- 
cago. The paper was in the nature of a 
discussion of a previous paper on “Re- 
insurance Subject to Lien,’ by E. B. 
Fackler, consulting actuary of New 
York. He also concluded that the lien 
plan was the only practical method of 
handling heavily impaired business. 

The Lincoln National has had val- 
uable experience in this field. It took 
over the Royal Union Life of Des 
Moines, Northern States Life of In- 
diana and Union National Life of West 
Virginia which was known before the 
collapse as the Gem City Life of Day- 
ton, O. The Northern States and Royal 
Union were taken over under the lien 
plan and Mr. Stagg said the experience 
with one of those companies, where 
most of the agents were held, was far 
better than the other, where the agency 
force was largely lost. He did not 
specify, but it was understood that the 
Royal Union is the one that is making 
the best record. 


Several Possible Methods 


Theoretically, he said there are sev- 
eral possible methods of taking care of 
an impairment. There might be a scal- 
ing down of the premium and the 
amount of insurance, placing the policy 
on a sound basis free from any lien. 
Or the plan might be followed of con- 
sidering the reserve after deduction of 
the impairment as the full reserve on 








canvasser. 


ized work. 


Independence Square 


“Good Luck, Daddy!” 


This Boston representative came to life insur- 
ance only three months ago, but he knew that a 
propitious home atmosphere is almost imperative 
for a salesman’s success. And he knew also that in 
the evening to select prospects for the next day’s 
work is almost as imperative, unless he is a cold 


So this Bostonian devised a little game, which 
he calls “Lucky Cards.” In his home are his father 
and mother, his wife, and their two small children. 
Each evening at dinner he lays several prospect 
cards face down on the table. 
family, excepting himself, draws a card—five in all, 
the foundation of his next day’s work. When the 
next evening comes he reports to the family. The 
conversation is lively and informative, merry with 
jest and laughter, and sometimes a human interest 
story holds breathless attention. And there’s jubi- 
lation when one of the cards has been lucky, with 
back-patting for the chooser. 


“Good luck, daddy!” the children cheerily call 
as next morning he leaves a home whose united 
interest spurs him in the busy hours of his organ- 
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THE PENN MUTUAL LIFE INSURANCE Co. 
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a paid up policy for a smaller amount. 
Under such a plan the premiums would 
be continued in the same amount but 
would be used to purchase a new con- 
tract at the attained age. 

The Lincoln National, in the case of 
the Gem City Life, sold a new contract, 
at the attained age, to all policyholders. 
The equities under the old policies are 
not to be touched until the assets are 
liquidated. Since it was anticipated that 
five years would be required to liquidate, 
five year term policies were sold. At 
the end of the term period, a propor- 
tionate share of the liquidated assets 
will be used to provide permanent forms 
of policies, the credit being used to re- 
duce the premiums under the new pol- 
icy. The total credit available is to be 
increased by the proportionate share of 
mortality and interest savings under the 
term policy. 


Results Are Poor 


Under this plan the results have been 
poor. He remarked that the less the 
individual has to do to effect the rein- 
surance, the more likely it is that he 
will continue. 

Most policyholders, he said, are con- 
tent to continue under a lien plan. The 
number of those refusing to continue 
paying premiums is very small. The real 
test comes when the policyholder faces 
the decision to accept the plan or to 
file a dissent. In the lien plans in which 
the Lincoln National has been interested 
the dissenters have numbered only be- 
tween 1/10 and 1/20 of one percent of 
the total number of policyholders in- 
volved, he said. However, the percent- 

(CONTINUED ON PAGE 13) 








Kansas City Companies Unite 





Merger of the Sentinel Life With the 
American Savings Life Offi- 
cially Approved 





KANSAS CITY, Mo., Nov 15.—The 
merger of the American Savings Life 
and the Sentinel Life has been approved 
Dy an insurance commission composed 
of Commissioners O’Malley of Missouri, 
chairman, Clark, of Iowa, and Read, of 
Oklahoma 

R. S. Tiernan will head the consol- 
idated company, which will retain the 
name of the American Savings Life. 
Home offices will be at 101 East Armour 
boulevard, the beautiful, former Loose 
home, occupied for several years by the 
American Savings. 

The enlarged company has approxi- 
mately $20,000,000 of insurance in force 
and assets of $2,500,000. Capital is $200,- 
000, and surplus approximately the same. 
The company is outlining extensive plans 
for agency development. 


Mr. Tiernan’s Career 


Mr. Tiernan has been in the life busi- 
ness since 1900. As general agent in 
Utah for the Provident Savings Life of 
New York City early in the century, he 
personally produced an average of ap- 
proximately $600,000 a year, in those 
days a very high figure for an individual 
producer to reach anywhere in the coun- 
try. Later Mr. Tiernan was general 
agent for the Chicago Life at Ft. Scott, 
Kan. In 1907 he organized the Central 
Life at Ft. Scott, the oldest Kansas life 
company, which he still heads. In 1928 
he founded the American Savings Life 
at Kansas City, which three years ago 
purchased a substantial interest in the 
Sentinel 

J. T. Mayall, vice president of the 
new company, has been in the business 
26 years. He has been associated witit 
Mr Tiernan, first in the Central Life, 

(CONTINUED ON PAGE 15) 
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AMERICAN SAVINGS LIFE INSURANCE COMPANY 
SENTINEL LIFE INSURANCE COMPANY 


~ Announce 


their merger and continuation 
of the companies as the 


American Savincs Lire 
Insurance Gompany 


Home Office: 101 East Armour Boulevard 


KANSAS CITY, MISSOURI 


J. T. Mayall, 
Vice-President 


R. S. Tiernan, 
President 


* This consolidation, made for the best 
interests and protection of policyholders 
and agents, will give greater efficiency 


and economy in operation. 


* The best traditions and conservative 
practices of both companies will be re- 
tained. New methods will be adopted 
when they prove to be fundamentally 
sound and for the welfare of agents and 


policyholders. 


* The American Savings Life is in a 
thoroughly sound position and will ade- 
quately provide every life insurance 


need of prospects. 







There is a real opportunity for men who 
wish to grow with us. Write Mr. Mayall 








Missouri Association Meet 


at St. Joseph Well Attended 


FRANK H. DAVIS GIVES TALK 





Superintendent O’Malley Is Luncheon 
Speaker—Chester O. Fischer Hon- 
ored—Selling Points Given 





By W. A. SCANLON 


Over 250 attended the second annual 
meeting of the Missouri Association of 
Life Underwriters in St. Joseph, Mo. 
A talk by Frank H. Davis, vice-presi- 
dent Penn Mutual Life, and discussions 
on approach, close, prospecting and 
weekly records featured the meeting. 

Mr. Davis predicted that the next ten 
years will be the most opportune in the 
life insurance field. Examination of the 
records shows that business is approach- 
ing new and larger opportunities. In 
1934 only 3 percent of the national in- 
come was spent for life insurance, 5 per- 
cent in 1924 and 9 percent in 1934. Mr. 
Davis urged cleaning up the business 
where it needs it and that every one co- 
operate in purging the business of unfit 
men. Mr. Davis paid tribute to the men 
on the firing line who do the work. He 
said the pioneers in the business did 
much good and made the work pay for 
the agents of today. Complacency is a 
deadly thing to the agent. The agent’s 
work is creative and he must create a 
market for his product. Insurance men 
do not get sufficiently excited about 
‘their business, he declared. Sometimes 
the public itself is more enthusiastic than 
the agent. “Reaching your ideals de- 
pends on your earnestness and enthusi- 
asm,” Mr. Davis declared. “It is abso- 
lutely necessary to keep faith and unless 
we keep faith we will not succeed.” 


O'Malley Tells of Cooperation 


Superintendent R. E. O’Malley of 
Missouri spoke at the luncheon, calling 
attention to the cooperation between the 
agent and the insurance department. 

At the luncheon Chester O. Fischer, 
St. Louis general agent of the Massa- 
chusetts Mutual Life, was presented a 
testimonial for his work in organizing 
the Missouri association of which he was 
the first president. 

The approach was discussed by J. T. 
Ready, Mutual Life of New York, Kan- 
sas City, Mo. The approach has two 
elements, the theatrical and practical. It 
affords the means to make the advance. 
The appearance and manner of the agent 
are important. The agent should show 
an interest in the prospect. He should 
appeal to such instincts as curiosity, 
self-assertion, good judgment, acquisi- 
tion, and constructiveness on the part of 
the prospect. The agent should be able 
to learn to regulate his emotions so he 
can regulate the emotions of others. The 
prospect’s position should be respected. 
Mr. Ready explained several methods of 
approach in detail. 

In discussing the close, P. O. Work, 
Penn Mutual Life, St. Louis, said that 
the prospect will not buy unless the 
agent asks him to. The agent should 
first get the prospect to agree that the 
idea is a good one. The mental attitude 
is important and the agent must believe 
in life insurance himself. G. A. Cowden, 
Franklin Life, Springfield, Mo., led a dis- 
cussion on prospecting, calling on several 
agents to tell their methods and how 
they developed their contacts. T. H. 
Schrivner of the Mutual Benefit Life in 
St. Joseph, Miss Bernice Meistroff of 
the Guardian Life in St. Joseph, and 
R. R. Keath, Equitable Life of New 
York, St. Joseph, participated in the 
discussion. Mr. Keath told of the dif- 
ference between suspects and prospects. 
Mr. Fischer stressed the importance 
of time control, in talking on weekly 
records. The agent’s goal should be 
broken up into small units and progress 
should be secured by days rather than 
by the year. By charting production 
uniformity in income is secured. 











Look for Little Change 
in Security Valuation 





From all indications the com. 
mittee on valuations of the Na. 
tional Convention of Insurance 
Commissioners will not make any 
material change in the provisions 
of last year. The plan that was 
used Dec. 31, 1933, proved suc. 
cessful. Undoubtedly the aver. 
age used for the valuation of 
stocks will be brought down to 
date. The committee seems to 
be convinced that the plan is fair 
and equitable. 











Mitchell Gives Ultimatum 
to Assessment Association; 





SAN FRANCISCO, Nov. 15.—Avoit. 
ing regulation by the insurance depart. 
ment in the past, assessment associ. 
tions organized under Section 452-f of 
the civil code have been notified by 
Commissioner Mitchell that they mus 
qualify by Dec. 1 under section 452-}, 
which sets forth the requirements for 


attorney for action. 


The department says that 
issued, the contract holders have ac- 
quired definite rights which must be 


preserved. If anybody should suffer the 


or not it was well intentioned, it should 
be the promoter of the enterprise and 
not the innocent person who has paid 
in his money under the natural impres- 
sion that he was buying proper pro- 
tection.” 

Would Preserve Members’ Rights 


Many of the associations can not fully 
comply with the provisions of the law, 
the commissioner says. They have not 
and have never had a permit to solicit 
applications. They have never submit- 


buyers and have not shown to the satis- 
faction of the commissioner any of the 
things that should have been shown be- 
fore issuing any contract of insurance, 
“yet you have received applications, 
have received moneys, have issued con- 
tracts of insurance and have made loss 
payments. Since the impossible cannot 
be expected, that the members’ rights 
may be preserved, the division of in- 
surance is prepared to legalize your op- 
erations if you will perform the things 
which will accomplish the ends which 
the legislature had in mind when it 
prescribed the requirements.” 








ferson City; J. G. Callahan, St. Louis, 
and O. R. McAtee, Springfield. C. S. 
Lee, Joplin, prepared a detailed report 
of the educational committee, which was 
read by Mr. Callahan. Mr. Hackman in 
discussing the legislation in prospect 
said the recodification of insurance laws 
will be the main project and a committee 
has been appointed to confer with Com- 
missioner O’Malley. Need for member- 
ship work in smaller towns is also men- 
tioned in that committee’s report. 

si Madra, chairman of the St. 
Joseph membership committee, _ said 
that the organization’s membership had 
been increased 100 percent before the 
meeting took place. 
The executive committee held a break- 
fast conference preceding the general 
gathering. 
The next meeting of the Missouri as- 
sociation will be held at Hannibal, Mo., 
on May 15. 


Canadian Life Officers Meet 


The Canadian Life Insurance Off- 
cers’ Association is holding its annual 
meeting in Toronto Nov. 16. Prof. J. 
P. Day of McGill University, Montreal, 
speaks on “The Need to Restore Con- 

















Reports were presented by J. F. Trot- 
ter, Kansas City; G. E. Hackman, Jef- 


fidence in Money.” 
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> UNCERTAINTY AS TO FUTURE 
: Number Are Still Using 334 Percent as 
; the Standard for Fixing 

Their Reserves 





| NEW YORK, Nov. 15.—Undoubtedly 
> the first of the year will see some com- 
> panies on a new reserve basis. It is 
> known that some of the 34 percent 
) companies will go to a 3 percent basis 
> and some to 3% percent standard. The 
© uncertainty as to interest rates in the 
’ future is causing companies to change. 
> Among the larger companies on the 3% 
© percent basis are the Acacia Mutual Life, 
> Aetna Life, Bankers Life of Iowa, Can- 
’ ada Life (non-participating), Columbian 








surance Company of Virginia, Lincoln 
National Life, Manufacturers Life of 
Canada, Metropolitan Life, Mutual Trust 
Life, National Life & Accident of Nash- 
ville, Northwestern National Life of 
Minneapolis, Pacific Mutual Life, Pan- 
American Life, Protective Life of Ala- 
bama, Provident Mutual Life, Provident 
Life & Accident of Chattanooga, Pru- 
dential, Reliance Life, Travelers, Union 
Central Life, Western & Southern Life. 
: Most of these, of course, do not have 
in consideration the changing in the re- 
serve basis but some have. 


Advertising Conference Rally ' 


The mid-year meeting of the Insurance 
Advertising Conference will be held at 
the Hotel New Yorker, New York, Dec. 
12. This is the day previous to the an- 
nual meeting of the Association of Life 
Insurance Presidents. 





ALFRED HURRELL PRESIDENT 
Three Set Addresses Will Be Given at 
the Gathering in New 
York City 





NEW YORK, Nov. 15.—The program 
for the annual meeting of the Associa- 
tion of Life Insurance Counsel, Dec. 11- 
12 at the Waldorf-Astoria has been an- 
nounced by Harry Cole Bates, assistant 
general counsel Metropolitan Life and 
secretary of the association. Three pa- 
pers will be presented and there will be 
two informal discussion sessions. 

Papers will be presented by J. Thomas 
Gurney, associate general counsel at Or- 
lando, Fla., of the Bankers National Life 





S. Weaver, attorney, Life Presidents As- 
sociation, on “Protection of Life Insur- 
ance Policy Proceeds from Creditors by 
Legislation and Decisions Since 1929.” 
Alfred Hurrell, vice-president and gen- 
eral counsel, Prudential, and president of 
the association, will preside. 


Equitable’s Automobile Claims 


The Equitable Life of New York paid 
the first eight months this year 301 
death claims on ordinary policies for a 
total of $1,483,700 as the result of auto- 
mobile accidents. Included in _ this 
amount is $427,800 under the double 
indemnity policies. Nearly two-thirds 
of the claims or 191 were due to “car 
out of control or in collision.” Eighty 
of the claims were on pedestrians. 
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They write no stories 


routine world, in which most of us live. 


Tuey write no stories, those thousands of human beings to whom life insurance 


means security, peace, freedom from worry. 


Every day, those events which never make the front page, but which are the fabric 
of life, tell the true story of life insurance. Fires are lighted in the morning and the 
day faced with the courage which knows there is safety ahead; families rest content 


at night, unhaunted by nameless fears for the future. 


Back of many a policy is a tale of human courage, of pathos, of romance, but these 
- dramatic incidents merely punctuate the real story of life insurance. Its most vital 


chapters are written as it quietly and without fanfare steadies the pulse of the 








LIFE INSURANCE COMPANY 


OF BOSTON, MASSACHUSETTS 
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FASJLST MULTI- MOTORED SERVICE 


ALL The WAY 


CHICAGO to SEATTLE 





ELECTRA SERVICE 


Chicago—Twin Cities—Fargo 
—Bismarck—Butte—Spokane 


Twin Engine—10 passenger—All-metal Lockheed 
Electras— modern and comfortable high speed 


transport planes—two pilots, two way radio. 


ENJOY LUXURIOUS TRAVEL IN SOUND 
PROOFED CABINS COMFORTABLY HEATED 


Chicago to One Way Round Trip 
Twin Cities ......... 24, hrs. $ 20.00 $ 30.00 
BD ncustena sce 124% ” 85.00 145.00 
a ae ree 143, ” 96.00 165.00 
ere oe 194 ” 104.82 180.88 
BN: ccs schpives de = .* 71.00 120.00 





3 Round Trips Daily Chicago Twin Cities 





For schedules, fares, etc. 
Chicago Offices: 


Airport Ticket Office 
Grovehill 1400 


City Ticket Office 
Franklin 8220 





SHIP BY GENERAL AIR EXPRESS— 
RATES ARE LOW 
Call any Postal Telegraph Office or Northwest Airlines 





Northwest Airlines 


Incorporated 


9th YEAR 814 MILLION MILES 

















Agents Can Give Big Service 
to World in Bringing Peace 


—_—- 


LIFE INSURANCE FUNCTION 





Chapman in Inspiring Address at 
Peoria, Ill, Sales Congress; 
State Group Meets 





The peace which is the goal sought by 
all nations today, can be and is fur- 
thered by life insurance. Life insurance 
has a great contribution to make to the 
subjects of peace and home, W. R. Chap- 
man, assistant director of agencies, 
Northwestern Mutual Life, in charge of 
sales promotion, stated in a fine talk at 
the Peoria, Ill., sales congress 

It is up to the life insurance agents of 
this country to battle toward that goal. 
But to do so they must work for it. 
While life insurance is the greatest finan- 
cial service institution in the world, 
there must be enthusiasm and confidence 
in the agent born of such faith in order 
for the institution to reach its greatest 
usefulness. 


Elements of Training Course 


Mr. Chapman said a properly con- 
structed training course for agents is es- 
sential, based on the understanding that 
85 percent of success in merchandising is 
due to enthusiasm for the business and 
only 15 percent technical knowledge. 

Success in selling insurance depends 
upon showing genuine interest in the 
other fellow’s problems. There is one 
sequence, Mr. Chapman said, which 
is fundamental to all sales: Problem of 
buyer, causes of the problem, needs of 
solving the problem, superiority of plan 
proposed, proof, close. 

First the agent must build an approach, 
then organize the buyer’s mind, then ar- 
rest attention, then relay the problem, 
making the prospect “solve or suffer.” 
There follow demonstration of the su- 
periority of the plan proposed, energiz- 
ing or motivating the prospect into do- 
ing something about it, deciding some- 
thing, perhaps on a minor point that will 
carry approval of the whole plan. 


Referred Prospects Best 


Referred prospects are preferable to 
cold names. Few salesmen in the upper 
brackets fail to use this method almost 
exclusively Until an agent has a pros- 
pect file which literally forces a parade 
of prospects every day, he is not in the 
life insurance business. That is the fore- 
most thing that it takes to succeed. 

James Ross, president of the Peoria 
Life Underwriters Association, presided 
over the congress. 

The executive committee of the IIli- 
nois association held its annual session 
the night before. The executive com- 
mittee was increased from six to ten 
members, and approval of Financial In- 
dependence Week was given. 

Rockford was selected as the 1935 con- 
vention city. J. H. Wilson, past presi- 
dent and chairman committee on local 
associations, reported increase in national 
membership in Illinois from 1,068 to 
1,457. Four new associations were 
formed during the year. 


Approves Code Proposal 


Approval of the proposal of Insurance 
Director Palmer of Illinois to strengthen 
the insurance code was given by C. F 
Axelson of Chicago, president Illinois 
association. Mr, Axelson especially en- 
dorsed the part of the code which would 
require qualification and licensing of all 
insurance men. 

Earl E. Smith, Des Moines, assistant 
agency director Equitable Life of Iowa, 
in a talk at the congress, said any agent 
could write life insurance when he feels 
like it. He outlined rules for getting in 
the proper frame of mind. 

R A. Tennant, supervisor of education 
and sales promotion, Metropolitan, in the 
United States and Canada, spoke on 
“Why Not Organize Selling?’ He out- 





Connecticut General Beenie 


to Increase Non-par Rate, 





SETS EFFECTIVE DATE JAN. | 
Average Rise Reported 1 to 2 Percent, 
with Greatest Advance on 
Insurance to 65 





Adjustment of its non-participating 
premium rates, effective Jan. 1, on, 
scale unofficially estimated to represent 
an average increase of from 1 to 2 per. 
cent, is announced by the Connecticyt 
General Life. 

Vice-president Frazar B. Wilde states 
in the announcement to field forces: 

“On Jan. 1, 1935, a slight advance in 
our premium rates will be made to com. 
pensate for the decline in interest ob. 


tainable on new investments suitable for 


life insurance companies. Good man- 
agement dictates a return to a premium 
level corresponding to interest rates a 
they are today and presumably will be 
for some years. 


Policies in Force Unaffected 


“This change does not apply to any 
insurance now in force, but will affect 
guaranteed cost life insurance and an- 
nuities written after Dec. 31.” 

The Travelers and Aetna Life, which 
with the Connecticut General generally 
have followed closely each other’s prac- 
tices, as yet have made no announce- 
ment, but are expected soon to adopt 
a similar course. 


Big Boost on One Form 


The greatest increase in premium rate 
is said to occur on the insurance to 65 
old age income contracts, the rates on 
which, it is reported, wil be increased 
from 7 to nearly 9 percent, depending 
on age at issue. The new rate at age 
40 is said to be $41.70 per unit of $100 
a year income at age 65, or an increase 
of 8.8 percent. 

The change in rate on straight life 
contracts, however, is negligible, vary- 
ing from 1 to 2 percent, it is said. 


Mrs. Kate Mowry Is Dead 


Mrs. Kate M. Mowry, former state 
commander in Kansas for the Loyal 
Order of Maccabees, now the Women’s 
Benefit Association, died in Kansas 
City, Kan., after a long illness. She 
was 68. She was also a deputy national 
commander of the Maccabees, and a 
member of the order 38 years. 


Federal Union Case Postponed 


Hearing of the Federal Union Life 
case before Judge Nevin of the United 
States district court at Cincinnati 
scheduled for Nov. 12 has been post- 
poned two weeks by request of the com- 
pany. The hearing would decide 
whether a receiver will be appointed for 
the company and whether the injunc- 
tion restraining the insurance depart- 
ment from taking it over will be con- 
tinued. The company is continuing to 
pay death claims promptly but is not 
paying cash surrenders nor making 
loans. 


— 








lined several successful ideas employed 
by his company ; 
V. F. Jones, district agent Aetna Life 
at South Bend, Ind., discussing the 
“Cash Value of an Interview,” urge 
keeping accurate record of all calls made. 
The late afternoon speaker was H. J. 
Whitehead, insurance counsellor of Van- 
couver, B. C., who addressed the under- 
writers on “Sales Ideas that Click.” | 
Walt Tower, managing director Chi- 
cago association, explained propose 
amendments to the insurance code, 
Stressing that newspaper publicity 1 
vital to the work of underwriters ass0 
ciations, a general discussion was held on 
methods of obtaining such publicity. 
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{ndustrial Insurers Settle 
Miami Convention Details 





pROGRAM IS WELL BALANCED 





Talks and Round Table Discussions 
Cover Broad Field—Plan Golf and 
Other Entertainment 





The program for the Industrial Insur- 
ers Conference at Miami, Fla., Nov. 19- 
21, has been completed. In addition to 
the pertinent talks and round table dis- 
cussions scheduled, a full program of 
entertainment is provided, including a 
golf tournament, swimming, dancing, 
sight seeing, etc. The annual banquet is 
to be held on the evening of Nov. 20, 
at which golf and bridge prizes will be 
presented. The details of the business 
sessions follow: 


Nov. 19, 9:30 a. m. 


Call to order by President Peyton 
Jones. 
Address of welcome: L. F. Lee, presi- 


dent Peninsular Life. 


Response: George Spring, Industrial 
Life & Health. 

Minutes of last meeting. 

President’s address, Peyton Jones, 


Bankers Health & Life. 

Committee reports: Credentials, J. A. 
Walker; good of the conference, B. L. 
Tatum; grievance, F. J. Walker. 

Report of secretary-treasurer, 
Clement. 

Address, ‘Selection and Training of 
Agents,” by E. W. Craig, National Life 
& Accident. 

Address, “Analyzing Human Nature,” 
by Dr. Julian Pennington, Atlanta, Ga. 

Committee reports: Membership, Miss 
M. H. Chiswell; golf, Raymund Daniel 
and C. A. Craig. 


Nov. 20, 9:30 a. m. 


Appointment of nominating committee 
by President Jones, 

Report of executive committee, C. S. 
Drake, chairman. 

Address, “Facility of Payment Clause,” 
by John G. McKay, Miami. 

Executive session. 

Report of the statistical committee, 
R. A. Halley. 

Round table discussions: “A Bureau of 
Rejected Risks,” by William Wallace, 
actuary, Carolina Life; “How We Get 
Our Industrial Agents to Produce Ordi- 
nary,” by E. L. Phillips, treasurer Gulf 
Life; “Why H. & A. Insurance,” by H. T. 
Dobbs, vice-president Industrial Life & 
Health; “Why We Have Stopped Writing 
H, & A.” by G. W. Mumford, secretary 
Home Security Life, 


Nov. 21, 9:30 a. m. 


WwW. 


Address, “What We Receive from 
Radio Advertising,’ by J. T. Ward, Life 
& Casualty. 


Address, W. V. Knott, Florida insur- 
ance commissioner. 

Committee reports: Laws, P. M. Estes; 
advertising, W. R. Lathrop; auditing, 
George Spring. 

New business. 

Report of the nominating committee 
and election of officers. 

Date and place of next meeting. 


Results of the Election 


Insurance officials are delving into the 
election results of last week and for the 
time being are assuming a prophetic 
attitude. There is not much that can 
be predicted in their estimation. 
Whether the next Congress will veer to 
the left or right is causing concern. 

The labor element of course will be 
more insistent than it has been and this 
will be noticed especially in the legis- 
latures. While radicalism failed to carry 
its program in California, it rallied a 
Surprisingly large vote. In other states 
too the radical side made itself felt. The 
insurance people naturally are as much 
interested in taxation as anything else 
and with the states and nation hungry 
for revenue, they anticipate many bills 
to increase taxes or to create new tax 
resources. The natural tendency, of 
course, with plans for social insurance 
of various kinds in the air will be to 
increase personal and corporate income 
taxes as well as property tax. 








Hartford Companies Not to 
Change the Interest Basis 





STATEMENT BY E. E. CAMMACK 





Connecticut General Life Will Increase 
Its Rates Due to the Earn- 
ing Factor 





HARTFORD, CONN., Nov. 15.— 
The non-participating companies that are 
now valuing on the basis of the Ameri- 
can table—that is the Aetna Life, Con- 
necticut General and Travelers—do not 
contemplate changing their basis of valu- 
ation, according to E. E. Cammack, vice- 
president and actuary of the Aetna Life. 

“The fall in the rate of interest ob- 
tainable on new investments may result 
in an increase in the cost of life insur- 
ance through reductions in dividends on 
participating policies and increase in 
rates on non-participating policies,” says 
Mr. Cammack, “but the Aetna Life has 
not announced any increase in its non- 
participating rates, and it is not known 
whether any action in this direction will 
be taken by the company.” 

The understanding that the non-par- 
ticipating companies would decrease the 
legal rate of interest earned on their 
reserves from 3% percent to either 3 or 
344 percent, is based on a misquotation 
of a statement made by John M. Laird, 
vice-president of the Connecticut Gen- 
eral, recently in a paper read before the 
American Institute of Actuaries, accord- 
ing to Mr. Laird. 

Mr. Laird says, “We are allowed to 
use 3% or 3 percent on the computa- 
tion of our legal reserve, and we have 
used 3% for many years. There is no 
change contemplated, and hasn’t been 
since 1900. This is virtually true of the 
other two companies. The premiums 
we charge the policyholder are computed 
on a different rate of interest that may 
vary from time to time according to 
what we are able to earn on new in- 
vestments. At present the rates are 
based on 4 percent interest. Beginning 
Jan. 1 they will be based on 334 per- 
cent, which means that we shall have 
to raise the premium rates slightly. 

“While we are reducing the rate of 
interest assumed in the calculation of 
non-participating premiums, no change 
is contemplated in the 3% percent now 
assumed on reserves. In my statement 
read in Chicago I merely said the sev- 
eral non-participating companies ex- 
pected to reduce the rate one-quarter of 
1 percent.” 


Canadians Rule on Relief 


MONTREAL, Nov. 15.—Because of 
the requirement that “only needy per- 
sons having exhausted all their re- 
sources may benefit from unemployment 
relief funds,’ an unemployed person 
with an insurance policy on which he 
can borrow, or which he may redeem, 
is not qualified, according to a ruling 
by a Quebec government official at the 
employment commission headquarters. 
In the case of industrial policies having 
no borrowing power, but only a cash 
surrender value at the end of ten years, 
such surrender value is to be consid- 
ered only when the insured party may 
be reinsured, in order that, while sur- 
rendering his policy, such party may 
continue to be protected in case of 
death. 


Act on Non-Admitted Outfit 


LEXINGTON, KY., Nov. 15.—Don 
York was arrested here representing the 
non-admitted Great Western Benefit of 
Denver. The charges were dropped on 
the agreement that he leave the state 
at once. The Great Western Benefit is 
offering a policy covering the entire 
family from ages 2 to 85 for an an- 
nual premium not to exceed $15.20 a 
year, to be paid in monthly instalments. 
Death benefits range from $200 to $1,000 
for each person and no medical exam- 
ination is required. 








THE SECOND OF A SERIES 


(This advertisement appears in The Saturday Evening Post, 
November 17, 1934; and in Time, November 26, 1934.) 
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In 1720 you could have 
bought “Insurance from 


Death by Drinking Gin” 


Insurance took many strange forms in its early days in 
England. It was then possible to obtain “Insurance from 
Lying’’ while another quaint policy respectfully offered “In- 
surance Against Going to Hell.” 


The beginning of life insurance in the United States was 
fortunate in having a more serious foundation. The first 
American company, chartered in 1759, was founded by a 
group of Presbyterian ministers to aid them and their families 
in time of need. 


Much that we find in life insurance today is patterned 
after the ideals set up by that first Company. 


Life insurance, as everyone accepts it today, is simply in- 
demnity against certain loss of one’s earning power. The dollars 
you receive from life insurance seem bigger than ordinary dol- 
lars because they are always paid when the need is greatest. 


A National Life representative will be glad to help you 
decide what life insurance plan is best for your particular needs 
and circumstances. Look up “National Life of Vermont” in 
your telephone book. Or write direct to our home office. 


NATIONAL LIFE 


INSURANCE COMPANY 


“Montpelier. WE RMONT 


THE NATIONAL 


UNDERWRITER 


November 16, iy 











Best Rating Plan to Be Continued 


(CONTINUED FROM PAGE 3) 





ings are in circulation and daily use. 
They are in the hands of the most in- 
telligent and reputable life insurance 
producers in the country, located in 
every state. In every community the 
most prominent producers are using our 
service. 
Criticism as to. Use of Ratings 


“Your criticism of the ratings was 
that they were so used as to undermine 
the confidence of the public in the busi- 
ness of life insurance. This inescapably, 
is an indictment of the integrity of the 
_ agents using them, and this, by reason of 
the high standing of this large group 
of men in their respective communities, 
is clearly unjustified. We are forced to 
the conclusion that the members of your 
committee and the other life insurance 
officials with whom we discussed this 
subject were unduly influenced in their 
thinking by complaints arising from iso- 
lated instances where it was alleged that 
the rating was used in a manner which 
could be construed as unfair competi- 
tion; but the relatively small number of 
these complaints, in contrast with the 
great number of agents using the rat- 
ings, makes any general indictment of 
this large body of men unfair. We re- 
peat the point made in our argument to 
you that if an agent could or would 
misuse a rating, what could be expected 
from him if information more susceptible 
to misuse were given to him, such as 
detailed data respecting assets of doubt- 
ful character, or unfavorable operating 
results? 


Action in District of Columbia 


“In view of the foregoing, you may 
be interested to know that after the re- 
turn from our conferences with you in 
Chicago we learned that the insurance 
department of the District of Columbia 
had issued, on Aug. 4, 1934, a ruling 
expressing disapproval of the use by 
solicitors of ‘books, pamphlets, etc., 
which give policyholders’ ratings.’ We 
know that ma~-~- persons in the District 
of Columbia construed this ruling as an 
official ban upon the use of our publica- 
tions carrying ratings. The reason as- 
signed by the superintendent of insur- 
ance for the ruling was as follows: ‘We 
believe that a salesman’s natural en- 
thusiasm is apt to bring him in conflict 
with the intent of the section referred 
to if the continual use of the unauthor- 
ized ratings is permitted.’ (The section 
referred to is Section 12, Chapter 2, of 
the law known as Public No. 436, 73rd 
Congress, which prohibits statements 
concerning any insurance company 
which are defamatory or false or calcu- 
lated to injure such company in its repu- 
tation or business.) We protested to the 
department that this statute in no way 
applied to our reports and ratings, which 
are based upon the sworn statements 
of the respective companies, and that 
the ruling of the department was, there- 
fore, unjustified and unauthorized. We 
submit that the basis of the ruling of 
the superintendent is similar to your 
argument that the ratings should not be 
used at all because some agents might 
in their use exceed the bounds of pro- 
priety. After we had presented all the 
facts, and the arguments previously pre- 
sented to you, the department, on Nov. 
1, 1934, revoked the ruling of Aug. 14, 
1934, 

Effect of Low Ratings 


“We recognize that low ratings, how- 
ever well deserved, create a sales re- 
sistance for the companies receiving 
them; but we also know that such rat- 
ings fairly reflect the position of such 
companies, and that the well established 
rule of law and conduct that the general 
good must be the controlling considera- 
tion both justifies and requires the is- 
suance of the ratings for the protection 
of the public. Both before and since our 
conferences we and our rating system 
have been the object of attacks from 
various sources, and further attacks are 
threatened. This forces us to defend 








our position vigorously, by every method 
of publicity available, and otherwise, and 
we have already begun activity in that 
direction. We desire to emphasize the 
fact that this publicity is not prompted 
by the action of the convention, nor in 
the slightest degree a reflection upon the 
good faith of your committee and the 
other life insurance executives who par- 
ticipated in our conferences. 


Must Continue the Ratings 


“We have concluded that we must 
continue the issuance of our ratings. We 
feel that no other course is open to us, 
in view of our conviction that the rat- 
ings are necessary and beneficial to the 
life insurance business and the public, 
the confidence which not only insurance 
men, but the general public, have in our 
reports, and especially in our ratings; 
and the extremely wide circulation which 
they enjoy among the most reputable 
element of the producing army of the 
life insurance business. As stated to 
you, we have always welcomed sugges- 
tions which would lead to improvement 
of our rating formulae and reports, to 
eliminate any possibility of injustice to 
any company or class of companies. We 
feel that our reports and ratings should 
be supported by all who are unselfishly 
interested in the institution of life insur- 
ance, and sincerely trust that the argu- 
ments which we have presented to you 
will result in our receiving your active 
cooperation.” 

Issue in District of Columbia 


An interesting issue was raised in the 
District of Columbia when Insurance 
Commissioner Marshall on Aug. 14 is- 
sued a ruling as follows: 

“This department does not approve of 
agents and solicitors using, as part of 
their sales equipment, books, pamphlets, 
etc., which give policyholders’ ratings 
or financial ratings prepared by self- 
constituted authorities. (Your attention 
is invited to Section 12 Chapter 2 of the 
new insurance law known as Public No. 
436, 73rd Congress). We believe that 
a salesman’s natural enthusiasm is apt 
to bring him in conflict with the intent 
of the section referred to if the continual 
use of the unauthorized ratings is per- 
mitted.” 

Mr. Best and his associates went to 
Washington, D. C., had a meeting with 
Commissioner Marshall and in an ad- 
vertisement made the following state- 
ment: 

“The Section 12 referred to is similar 
to statutes long in effect in many other 
jurisdictions, and prohibits statements 
concerning any insurance company 
which are defamatory or false or calcu- 
lated to injure such company in its repu- 
tation or business. We protested to the 
department that this statute in no way 
applies to our reports and ratings, which 
are based upon the sworn statements of 
the respective companies, and that the 
ruling of the department was, therefore, 
unjustified and unauthorized by the 
statute, and if sustained would tend to 
keep from policyholders understandable 
information, with respect to insurance 
companies, to which they are entitled. 
We further protested that any suppres- 
sion of information concerning a busi- 
ness involving the management of funds 
held for the benefit of widows and 
orphans would be detrimental to the best 
interests of that business and of the 
general public.” 


Carried Page Advertisements 


The Alfred M. Best Company carried 
page advertisements in all the daily 
newspapers in Washington, Nov. 5, en- 
titled, “A Message of Vital Importance 
to the Citizens of the District of Colum- 
bia. Public Protection in the Purchase 
of Life Insurance Must be Safeguarded.” 
In these advertisements the A. M. Best 
Company defended its rating system and 
stated that the service is for the protec- 
tion of the people. The point was made 
that Best’s ratings are an incentive to 
better management. In the advertise- 





ment it stated that several attempts had 
been made to suppress publication of the 
Best’s ratings. “This would be a catas- 
trophe for the public and to the institu- 
tion of life insurance,” says the adver- 
tisement, and “we will therefore combat 
such attempts in every way possible.” 
It says further, “We repeat that 95 per- 
cent of all the life insurance in force in 
this country is carried by companies re- 
ceiving our recommended ratings.” 

The American Convention issued the 
following statement regarding the A. M. 
Best letter: 

“The American Life Convention is in 
receipt of a letter from Alfred M. Best 
Company, which was also given to the 
press, stating that the organization re- 
fuses to discontinue its practice of com- 
parative alphabetical rating of life com- 
panies. It was only after mature de- 
liberation and after thorough investiga- 
tion by the executive committee that 
the American Life Convention  re- 
quested the discontinuance of these al- 
phabetical ratings, and then only after 
the general sentiment, not only of the 
companies comprising the membership 
of the American Life Convention, but 
of numerous non-member companies, 
had been thoroughly ascertained. In 
no instance did any company favor the 
use of comparative ratings as now is- 
sued. 

Believes in State Control 


“The American Life Convention has 
always been a firm advocate of state su- 
pervision and control of life companies. 
It believes that such control and super- 
vision have been wisely exercised by the 
various commissioners, and that the 
record of life insurance as a whole in 
the United States during the most try- 
ing financial period of our history has 
thoroughly vindicated the wisdom of 
state supervision. State commissioners, 
by authority of law, examine all com- 
panies authorized to do business in their 
states. They make thorough examina- 
tions and inspections of such companies. 
The insurance department is the only 
authority in a position to know the true 
financial status of a company. Ratings 
of companies, whether issued by Mr. 
Best or others who are now engaged in 
the same practice, made without the 
consent or supervision of state author- 
ities, are frequently misleading, inac- 
curate and dangerous to the best in- 
terests of life insurance. 


Deny Mr. Best’s Assertion 


“Mr. Best has announced openly, both 
in his advertisements and letters, that 
state supervision has failed. We deny 
this. The fact that there have been a 
few failures among life companies does 
not at all reflect upon the character and 
the standards of state supervision. No 
supervisory authority can prevent fluc- 
tuations in the values of the assets of 
any company, nor can any one else. 
The true value of assets of life com- 
panies during the past few years cannot 
be accurately measured by the current 
market price, any more than it could 
have been accurately measured by the 
market price of such securities during 
the boom days of 1928 and 1929, when 
such securities were selling at a mar- 
ket price greatly in excess of their real 
value. 


Raters Should Be Regulated 


“Any concern which proposes to rate 
a life company in comparison to others 
should be just as much under super- 
vision and regulation from the commis- 
sioners of the various states as the com- 
pany which it proposes to rate. How- 
ever much Mr. Best may condemn and 
criticize state supervision, the Amer- 
ican Life Convention continues to be- 
lieve, now as in the past, that such 
supervision is the only method of pro- 
tecting the 65,000,000 men and women 
who constitute the partners in this great 
institution of life insurance. No private 
company, without official standing and 
without means of investigation, other 
than the superficial one of endeavoring 
to value securities held by companies 
by examination of lists of market values, 
has any legal or moral right to base a 





rating system on the conclusions g 
reached. Mr. Best has arrogated j 
himself the power to do so. We deny 
such power. : 

“It might be well to add that th 
opposition to Mr. Best’s comparatiye 
ratings comes just as much from coy. 
panies rated ‘A,’ by Mr. Best as thog 
that have received a lower rating, anj 
four members of the five of the special 
committee which called these matters t 
Mr. Best’s attention represent com. 
panies carrying an ‘A’ rating. These ‘A’ 
companies are opposed to comparatiye 
ratings because such ratings are not 
under control of the insurance commis. 
sioner and are wrong in principle, an 
not because injury is being done to their 
business. It is a matter of common 
knowledge that comparative ratings 
have been used to induce policyholders 
to cash in their policies with resultant 
loss to themselves through fear inspired 
as to the solvency of their companies, 
The commissioners have been power. 
less to stop this practice. Mr. Best has 
no copyright on comparative ratings, 
Such a practice is now being indulged 
in by a number of others, and ney 
‘rating bureaus’ are springing w 
everywhere. The whole practice can 
easily degenerate into a_ blackmailing 
racket, and we propose to condemn it 
and to oppose it in the future as in the 
past.” 





STATE MOVEMENT 











Whether the National Convention of 
Insurance Commissioners will take cog- 
nizance of the rating subject remains to 
be seen. About all it could do would 
be to appoint a committee to investigate 
the subject and make recommendations 
for legislation or rulings. At present 
the commissioners evidently have no 
authority to take any action on rating. 
Insurance Director Palmer of [llinois 
in his new code has a provision for the 
licensing of all those who give advice 
about insurance and do not sell insur- 
ance. This would apply particularly to 
so-called actuaries, counsellors, and the 
like. They are very numerous in the 
life insurance field. Director Palmer 
will make the provision sufficiently 
comprehensive in his code to provide 
for the licensing of such credit agencies 
as the A. M. Best Company. Mr. Best 
and Vice-president Raymond T. Smith 
of the Best Company visited Mr. Pal- 
mer at Springfield, calling attention to 
the fact that this gave a dangerous pd- 
itical weapon to states. For instance, 
if a credit agency found a company of 
companies in bad condition and gave 
them a “C” rating or no rating and they 
had sufficient political influence, they 
might persuade the commissioner to fe 
fuse a license to credit concerns. Mr. 
Palmer, however, believes that all such 
individuals and companies should be 
regularly licensed by the state after at 
examination to prove their qualifications. 

It is known that Commissioner Dan- 
iel of Texas is very much opposed to 
ratings and he is giving the subject 
much thought. 





BEST’S VIGOROUS STAND| 








NEW YORK, Nov. 15.—Foreseeing 
an extensive and unsavory airing of the 
bad spots in insurance company invest: 
ment and management as the only pos 
sible rejoinder to the American Life 
Convention’s recent condemnation ° 
A. M. Best & Co.’s decision to continue 
its rating system despite the Convent 
tion’s demands, President: A. M. Best 
vigorously upheld the propriety, and 
value of the ratings and emphatically 
stated that it is the American Life Cot 
vention’s responsibility, not the Bes 
Company’s, if it becomes necessary fot 
the latter to give full publicity to ‘ 
rating technique and the company cond: 
tions revealed by the lower ratings. , { 

The system may be roughly describe 
as an appraisal of a company’s poor a 

(CONTINUED ON PAGE 20) 
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Improvement in Mortality 
Is Reported by Actuaries 


—_———— 


CALL SUICIDE RATE NORMAL 
Experience During First Nine Months 
of This Year Encouraging, Most 
Institute Speakers Say 





Most of those contributing to the dis- 
cussion of mortality trends at the meet- 
ing of the American Institute of Actu- 
aries in Chicago, reported an improve- 
ment this year. Mortality very obvious- 
ly is not a matter of concern today. _ 

Pearce Shepherd of the Prudential said 
the experience among industrial policy- 
holders of his company is about the same 
as that of the general population. Im- 
provement has been shown each year 
in the age groups 10-34 and 35-54. At 
the higher ages, the experience has been 
about constant. At the younger ages 
there has been great improvement and 
in the middle ages slight improvement. 

Among its ordinary policyholders, the 
mortality experience in the age group 
10-34 has been better recently. In the 
age group 35-54, the 1933 experience 
was about the same as the experience in 
1929. In the age group 55-69, the mor- 
tality experience has increased each year 
with the result that in 1933 it was 112 
percent of the 1929 experience. 


Industrial Slightly Higher 


For the first nine months of this year, 
the mortality ratio among industrial 
policyholders of the Prudential was 
slightly higher than during last year. 
This year it is 53.03 as compared with 
52.42 last year. 

The first nine months of this year the 
mortality ratio on ordinary business was 
less than last year, while the group 
experience was not as good as last year. 

On issues of 1931 and later, the experi- 
ence is better than the issues 1926-30, at 
the same duration. 

E, W. Marshall of the Provident Mu- 
tual said the mortality trend is down- 
ward. He reported on a study of 14 
companies by the Actuarial Society of 
America on a block of 1925-32 issues. 
Par of 100 percent was the combined 
experience for the entire period. Meas- 
ured against that standard, the 1925 ratio 
was 98 percent; 1926, it was 99 percent; 
1927, 102 percent; 1928, 104 percent; 
1929, 102 percent; 1930, 97 percent; 1931, 
95 percent and 1932, 93 percent. 

If the experience on the issues of more 
recent years continues as favorably as 
it has begun, he said there will be 
grounds for some well modulated, actu- 
arial cheers. In the Provident Mutual, 
he said, improvement has been experi- 
enced. 


Suicide Rate Normal 


The previous high mortality, he de- 
clared, was caused by the experience on 
policies for $25,000 and over issued dur- 
ing and before the prosperity era. Cir- 
culatory disease and suicide took off an 
abnormal number of such assured. Now 
the Suicide ratio is definitely lower. In 
the Provident Mutual this year it is nor- 
mal. Circulatory diseases, however, con- 
tinue at a high level. 

Ri, McCankie of the Equitable Life 
of Iowa said he was unable to report im- 
Provement. Mortality in his company, 
he declared, is higher this year than it 
has been for the past few years and there 

as been no improvement so far as sui- 
Cide is concerned. The ratio by lives, so 
ar as suicide is concerned, is about the 
same, but it has gone up, by amount, 
Tom 25 per cent above the average death 
loss to 150 percent higher. 


Fassel Sees Improvement 


- G. Fassel _of the Northwestern 
;_utual reported improvement. For the 
pe ~~ months of this year the ratio of 
roe al to expected was 52 percent, as 

mpared with 58 percent. in 1933, 56 





per cent in 1932 and 59 percent in 1931. 

A representative of the Metropolitan 
said the mortality ratio with his com- 
pany, so far as ordinary is concerned, is 
about the same as last year, while the 
industrial is about 3% percent better. As 
to suicides, the experience this year is 
about the same as it was in 1929 on 
ordinary business and is about the same 
as it was in 1931 on industrial. 

The question was raised as to acci- 
dental deaths. Mr. Shepherd said in the 
Prudential, accidental deaths for the 
first nine months of this year were 20 
percent greater than for the same period 
last year. 

One of the members of the Metropoli- 
tan’s actuarial department said that in 
1930-31, the company’s experience, as to 
accidental death, reached an all time 
ow. In 1932-33 the experience was 
slightly higher. 


Ohio License Is Refused 


The Ohio department has refused to 
renew or to grant any license to Clifford 
M. Eakin of Warren, O. Complaint 
had been filed against him by the War- 
ren Life Underwriters Association that 
he had twisted or attempted to twist 
life insurance, that he had circulated a 
book called “Facts and Fallacies,” and 
that he sold casualty insurance without 
being licensed to write such business. 








Managers Pitch in and 
Help Out Sick Competitor 


When George (“Rook”) Woodward, 
district manager for the Equitable Life 
of New York at Wichita, Kan., was 
forced to go to the hospital for a se- 
rious operation, other managers and 
general agents decided to “pitch in” 
and help his agency harvest the fall 
crop. A series of meetings and a ten- 
day contest with the Equitable men 
were arranged. 


“Blue Vase” Contest Prize 








At the first meeting, Riley Cunning- 
ham, Metropolitan manager, explained 
the general purpose and motive by re- 
miniscing of his early days on the 
farm when neighbors would help each 
other in emergencies. Arthur Lynn, 
Massachusetts Mutual, read and re- 
viewed Peter B. Kyne’s story, “The Go- 
Getter,” and Leo Porter, Lincoln Na- 
tional, president of the association, ex- 
plained that a “blue vase’ would be 
given as first prize to the winner of a 
ten-day contest governed by rules set 
by the Equitable men themselves. 

Three other meetings were conducted 
by M. F. Mulconery, New York Life: 
Lynn Smith, Connecticut Mutual, and 








B. A. Hedges, Business Men’s Assur- 
ance, during the campaign. 

As a result 11 out of 13 men closed 
34 cases for $137,951 new business. 
Prizes, consisting of the “blue vase” 
suggested by the story, “The Go-Get- 
ter’ and copies of the story itself, were 


won by A. A. Smulian, Lorentz 
Schmidt, Houston Barclay, and J. H. 
Tones. 


Insurers Will Finance New 
Safety Campaign in Oregon 


PORTLAND, ORE., Nov. 15—A 
state-wide street and highway safety 
campaign in Oregon was launched by 
Governor Meier by a radio broadcast. 
The campaign originated in the office 
of Commissioner A. H. Averill and has 
been. developed by Deputy Commis- 
sioner Sehon. ? 

Governor Meier-is the president of 
the new organization, which has been 
named the Automobile Accident Preven- 
tion Association of Oregon. The cam- 
paign is being financed by the insur- 
ance companies through an arrangement 
recommended by Commissioner Aver- 
ill. Life companies contribute .05 of 1 
percent of their Oregon premiums, acci- 
dent and health companies .2 of 1 per- 
cent and automobile writing companies 
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Do you know definitely—and exactly—how much work you should 
‘ do—daily and weekly—to be sure of the income that you must get 


YOU OUGHT TO KNOW— 
AND YOU CAN KNOW TOO! 


Minnesota Mutual has prepared a special individual Formula Form 
through which you can determine the question for yourself. 


A word will bring it to you 


Write 


Harold J. Cummings, Vice-President 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


Saint Paul 
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Politics and State Regulation 


THERE has arisen some discussion fol- 
lowing the announcement that the ALFRED 
M. Best Company would continue its in- 
surance ratings, as to the efficacy of state 
insurance supervision. In defense of 
Best's ratings it was claimed that owing 
to the fact that the state departments did 
not effectively supervise the companies, 
the public was not protected as it should 
be and hence there was need for some 
independent designation from an expert 
as to the proper gradation of companies. 

The AMERICAN LIFE CONVENTION came 
emphatically to the support of the insur- 
ance commissioners and declared that 
they are perfectly capable of passing on 
the merits of institutions operating un- 
der their control. 

While state supervision undoubtedly 
has its weaknesses, as a matter of fact, 
the insurance commissioners themselves 
as a class desire to do the right thing. 
They are conscientious and endeavor to 
carry out their duties to the best of their 
ability. Naturally the weakness of state 
supervision comes from political influ- 
ence. That undoubtedly has the effect 
of interfering with the natural processes 
and the normal functions of the state 
supervisors. Where a commissioner is 
entirely free from political influence or is 
not subject too greatly to its mandates, 
excellent work can be done. If the political 
party in power would pay its debts through 
offices that had not so intimate a con- 
nection with the welfare of the people 
and leave the insurance department very 
much alone, there would be no question 
as to the efficacy of state supervision. 
The play of politics has a very weaken- 
ing effect and where this is used by com- 
panies to gain their ends instead of try- 
ing to strengthen their position and over- 
come objectionable features, the people 
may get a wrong impression of the real 
condition of the institutions. 

Insurance companies pay large sums 
of money to the states in the way of 
fees, taxes and miscellaneous charges. Of 
this amount but a small percentage is re- 
turned for the maintenance of the insur- 
ance departments. The appropriation in 
a number of states is most inadequate. 
This does not enable the commissioner 


to employ high grade talent. An effec- 
tive department requires not only a com- 
petent commissioner but men of ability 
as heads of the divisions of the depart- 
ment such as life, casualty, fire and 
fraternal. In addition there must be a 
corps of examiners that are able to in- 
telligently perform their duties. If the 
appropriation allowed to departments 
was adequate, then competent people could 
be secured and the public would be bet- 
ter protected. It is poor economy on 
part of a state to starve its insurance de- 
partment. 

The people deserve the right kind of 
protection so far as their insurance is 
concerned. Insurance and banking come 
very close to the lives of a large number 
of people. When an insurance company 
is licensed or a bank allowed to operate, 
then the people have a perfect right to 
conclude that they are safe because they 
are under the immediate jurisdiction of 
the state. The people are not protected 
as they should be in these two regards. 
The state endeavors to play politics 
through the banking and insurance de- 
partments and furthermore it does not 
give sufficient appropriation to these im- 
portant divisions to enable them to func- 
tion as they should. There would be no 
difficulty in getting competent and per- 
fectly conscientious people in public 
service of this kind provided there was 
reasonable compensation paid. The com- 
missioners, even with the political handi- 
cap, and the financial limitations, meet 
their obligations remarkably well. The 
policyholders, however, should insist on 
greater effectiveness in state supervision 
and this should come through sufficient 
money being allotted to enable the de- 
partment to secure skilled lieutenants. 
Then politics should be barred from 
these offices or at least reduced to a 
minimum. 


THE real test of insurance salesman- 
ship is the record of business that stays 
on the books because that shows in 
great part satisfied policyholders. Re- 
peat orders from the same concern or 
assured are indicative of satisfaction 
with the service. 





PERSONAL SIDE OF BUSINESS 


i, 








Friends and associates of Mrs. Mae 
Barr Long, deputy insurance commis- 
sioner of California, were shocked to 
learn of her sudden illness which ne- 
cessitated an operation at a hospital in 
San Francisco. It is reported that Mrs. 
Long is now doing nicely. 


Thomas R. Weddell of Chicago, asso- 
ciate editor of the ‘Insurance Field,” 
and editor of the “Insurance Post,” is 
critically ill at his home, 134 N. Lincoln 
street, Hinsdale, Ill. He is finding it 
difficult to speak. However, he retains 
his mental faculties and appreciates all 
that is said to him. He has received a 
number of letters from friends which 
are greatly cheering to him in his help- 
less condition. If the blood clot can 
be cleared, his condition would greatly 
improve. Mr. Weddell is held in the 
highest esteem by insurance men who 
regret to know of his infirmity. He has 
long been in the harness and is one of 
the most skillful news reporters in his 
craft. 

A dinner in commemoration of his 
45 years of service is to be tendered 
President Carl Heye of the Guardian 
Life by the officers and directors early 
in December. The four leading agents 
in paid lives, paid volume and the four 
leading managers in volume of quota 
paid for will be invited to the dinner. 
A production campaign in Mr. Heye’s 
honor is being held this month. 


Thomas Gibbons of the St. Paul 
branch of the Equitable Life of New 
York, has been elected sheriff of Ram- 
sey county. 

Robert H. Clark of Boston, district 
manager of the John Hancock Mutual 
Life since 1903 and connected with the 
same agency since 1893, died at his 
home in Weston, Mass. His was the 
largest district agency of the company 
writing industrial and ordinary insur- 
ance with over $71,000,000 in force. 

He was. born in 1870 at Dinan, 
France, where his father was rector of 
the American Episcopal Church. He 
was at one time a student in the di- 
vinity school at Cambridge, with the 
idea of entering the ministry, which, 
however, was abandoned for a business 
career. 


At the recent meeting of the Life Ad- 
vertisers Association at Memphis, the 
retiring president, N. A. White of the 
Provident Mutual, accepted a beautiful 
walnut gavel presented to the organiza- 
tion by Secretary B. N. Mills of the 
Bankers Life of Iowa. Mr. Mills ex- 
plained that it had been given to him 
years ago by the late George Kuhns, 
for 10 years president of the Bankers 
Life, prior to his death in 1926. Mr. 
Mills stated that he considered the gift 
particularly appropriate to hand over to 
the Life Advertisers Association, as Mr. 
Kuhns was a pioneer in encouraging 


life company advertising. 


To Bruce Patterson, general -agent 
Atlantic Life at Houston, Tex., goes the 
honor of catching the biggest king-fish 
of the season. The feat brought him a 
jeweled Shakespeare fishing reel offered 
by a sporting goods firm of that city. 


S. C. Cyzio, former general agent of 
the National Life, U. S. A., in Chicago, 
is the author of an interesting volume 
entitled “Your Insurance,” which has 
just been brought out, dedicated to 
George I. Cochran, president of the Pa- 
cific Mutual Life. Mr. Cyzio now rep- 
resents that company. Throughout the 
book, which was published in Chicago, 
Mr. Cyzio develops the idea of having 
one’s insurance needs handled by com- 
petent insurance counsel. He devotes 
considerable space to life insurance and 
also takes up disability coverage, bur- 
glary insurance, sickness and accident, 
annuities, automobile, fire, workmen’s 





ee 


compensation, public liability insurance 
and surety. It is a constructive yo. 
ume designed to appeal to the general 
public and give people a better ide 
about their insurance contracts. 

J. P. Licklider, for seven years qj. 
rector of publicity and sales research for 
the Missouri State Life, has joined Jim 
Daugherty, Inc., St. Louis advertising 
agency. Mr. Licklider is well known 
in St. Louis for his work on large na. 
tional advertising’ accounts. He has 
been prominently identified with the 
work of the Advertising Club of $f, 
Louis, serving as president in 1930. 


Ray E. Habermann, general agent of 
the State Mutual Life in Minneapolis, in 
his day has been a notable athletic di- 
rector. He specialized on physical edu- 
cation in ¢ollege at the University of 
Wisconsin and later at Springfield Col- 
lege at i. Mass., and then the 
U. S. Naval Academy. He took up 
football, basketball, track and fencing. 
For eight years following graduation he 
was athletic director and coach of foot. 
ball, basketball and track. 

Z. A. Moss, 52, assistant manager of 
the Herman Moss agency of the Equi- 
table Life of New York in Cleveland, 
died of a heart attack. Mr. Moss was 
prominent in Cleveland musical circles, 

After 43 years of continuous service 
in that cer for the New York Life, 
J. J. Corneveaux of St. Paul plans to 
retire at the end of this year. Most of 
that time he has been head of the St. 
Paul agency and has turned in $150- 
000,000 in business. Since 1911 he has 
had the title of agency director. 

Though his headquarters always have 
been in St. Paul, Mr. Corneveaux has 
at times covered the entire western half 
of the country. When he went to St. 
Paul for the New York Life in 1891, 
his territory included all of Minnesota, 
the Dakotas, Montana, Idaho, Washing- 
ton and Manitoba and part of Wiscon- 
sin. He pioneered that entire field and 
wrote insurance on the lives of many 
of the men who played major roles in 
the development of that vast territory. 
During the gold rushes in the early 
years of this country, Mr. Corneveaux 
went to the mining camps and wrote 
up many of the men who became mil- 
lionaires over night. 

Mr. Corneveaux, now nearing 70, does 
not intend to retire entirely. He will 
maintain an office at the St. Paul head- 
quarters to look after personal affairs 
and act in an advisory capacity. 


I. B. Eberhard, an agent of the Mu 
tual Benefit Life in Chicago, died in 
the Davis store in his city, Monday, due 
to a heart attack. He was a director 
of the Chicago Tennis Association. Mr. 
Eberhard was formerly | an agent of the 
Northwestern Mutual in Chicago. In 
the days when the old Chicago Life 
Insurance Field Men’s Club was active, 
he was one of the foremost members. 


Frank W. Pennell, New York City 
general agent of the ‘State Mutual Life, 
gave a luncheon at the Bankers Club in 
honor of Chandler Bullock, president of 
the State Mutual. Other guests were 
members of the agency force. 


Hugh Duncan, former superintendent 
of agencies for the Prudential in Chi- 
cago, died at Fort Wayne, Ind., at the 
age of 78 years. He retired 10 years 
ago from active service, and since that 
time had resided in Fort Wayne. He 
was a native of Belfast, Ireland. 


F. H. Davis, vice- .-president Penn Mu- 
tual Life, was the principal speaker at 
a luncheon in St. Louis to observe the 
first anniversary of Philip O. Work as 
general agent there. It was reported 
that the past year was the largest i? 
the history of the agency. 
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NEWS OF THE COMPANIES 





mit With Southeastern Life 





Dan W. Cochran, Jr., Joins the Green- 
ville, S. C.. Company, Becom- 
ing Its Vice-President 





Dan W. Cochran, Jr., who has been 
elected vice-president of the Southeast- 
ern Life at Greenville, S. C., was born in 
a‘life insurance atmosphere. His father, 
D. W. Cochran, Sr., was the oldest rep- 
resentative from the standpoint of con- 
tinuous service with the Jefferson 
Standard Life. His father became con- 
nected with the old Greensboro Life in 
1907 and went with the Jefferson Stand- 
ard in 1909. The Greensboro Life 
was later purchased by the Jefferson 
Standard. After graduating from Fur- 
man University in 1919, Dan W. Coch- 
ran, Jr. joined his father’s general 
agency in Greenville and represented the 
Jefferson Standard for 10 years. He 
then went with the Liberty Life as 
agency supervisor in the ordinary de- 
partment. Later he was elected vice- 
president of the company in charge of 
ordinary business. He was with the 
Liberty Life for about six years. 


Creditors Appeal Decision 
in Struggle for Peoria Life 








Another legal complication revolving 
around the struggle for control of the 
Peoria Life business and assets arose 
with filing of an appeal in the United 
States circuit court of appeals, Chi- 
cago, from a decision of the United 
States district court at Springfield, III. 
This is a creditors’ action under sections 
77-A and 77-B of the amendment to the 
federal bankruptcy act. 

Federal Judge C. G. Briggle of 
Springfield ruled he had no jurisdiction 
and dismissed the petition. If he had 
tuled otherwise the receiver and the 
Alliance Life (formerly the Life & Cas- 
ualty of Chicago), which won the rein- 
surance contract, would have had to sur- 
render control of the Peoria Life. Ob- 
jection filed by Attorney-General Otto 
Kerner, and attorneys for other inter- 
ested persons, stressed that section 4 of 
the bankruptcy amendment specifically 
excludes insurance. 

_E. R. Elliott, counsel for the peti- 
tioners, argued that the Peoria Life is 
not now operating as a life company, 
being engaged only in collection of pre- 
miums and making payments on old 
policies, and not doing any new busi- 
ness, 





Service Department Established 


The George Washington Life has 
established a policyholders’ service de- 
partment with J. L. Seward in charge. 
It will aid policyholders in answering 
all inquiries and helping them in the 
solution of insurance problems. 


Connecticut General Campaign 


With 87 percent of the Connecticut 
General’s premium quota attained even 
before the half way mark is reached, 
that company is now in the midst of 
the most successful new business cam- 
paign in years in honor of President R. 
. Huntington’s 45th anniversary. The 
Campaign period is 45 business days. 
At the end of the first 22 days 68 agents 
Were already listed as campaign win- 


= ners, having written at least seven ap- 


Plications with premiums of $450 .or 
more, and 160 agents were listed as cam- 
Paign contributors, having written at 
east four applications with premiums of 
$250 or more. 


Ohio State Contest Winners 


yg Pittsburgh agency of the Ohio 
—_ Life is announced as winning first 
Place on examined business in the con- 











test put on by the field force in honor 
of President U. S. Brandt. Columbus 
was second, followed by Los Angeles, 
the Kieffer agency in Chicago and Cleve- 
land. Alfred M. Guay of Los Angeles 
was first among the individual pro- 
ducers; P, J. Kieffer, Chicago, second; 
J. C. McFarland, Cincinnati, third, and 
A. E. Demilio, Pittsburgh, fourth. 





Gross Made Chief Actuary 


Otto Gross of Des Moines, a graduate 
of the University of Nebraska and for 
the last three years actuary and exam- 
iner for the Iowa insurance department, 
has been appointed chief actuary for the 
oo Old Line Life of Lincoln, 

eb. 





Missouri National in New Home 


The Missouri National Life of St. 
Louis has purchased and is now occupy- 
ing a new home office building at 3927 
Olive street. The Missouri National 
writes industrial, life, health and acci- 
dent. It recently acquired the business 
of the Mid-State Life of Marshall, Mo., 
_— had about $3,000,000 insurance in 
orce. 





Western Life of Oklahoma Licensed 


The Western Life of Oklahoma City, 
organized on the stipulated premium 
plan, has been licensed by the Oklahoma 
department. Incorporators are J. B. 
Funk, Frank Abbott, P. Dowling and 
S. E. Stephens. The company lists cap- 
ital stock at $50,000, with the required 
20 percent paid. 





Hammond Heads Union States 


The reorganized Union States Life 
of Portland, Ore., has named Frank F. 
Hammond as president. W. E. Hib- 
bard, who organized the company, re- 
signed as president some weeks ago 
and is now with another company. 





Justus Farm Division Manager 


The General American Life has ap- 
pointed Paul K. Justus, formerly of 
Kansas City, manager of its farm real 
estate division. He has been active in 
that field since 1921. 





The Alliance Life of Peoria, Ill., for- 
merly the Life & Casualty of Chicago, 
has been licensed in Iowa. 


MANAGERS’ 
ASSOCIATIONS 


Agency Building Seminars 


























Cincinnati Association’s Sessions Prove 
Popular—Patterson and Stumes Talk 
—Other Speakers Scheduled 





Announcement of the series of eight 
seminars on agency building and man- 
agement conducted by the Cincinnati 
Associated Life General Agents & Man- 
agers has aroused a great deal of in- 
terest. Attendance was 100 percent at 
the addresses by A. E. Patterson and 
C. B. Stumes, general agents Penn Mu- 
tual, Chicago, on “The Mechanical 
Setup of an Agency,” and “Financing 
Men,” respectively. 

W. H. Beers, New England Mutual, 
New York City, will speak on the same 
subject as Mr. Patterson Nov. 22. Ad- 
ditional speakers secured not previously 
announced are: Holgar J. Johnson, 
Penn Mutual, Pittsburgh, “Hiring 
Agents,” December; Henry Schott, 
Aetna Life, Detroit, “Financing an 
Agency,” February; George E. Lackey, 
Massachusetts Mutual, Detroit, “The 
Going Concern,” March; C. L. McMil- 





“Sl Take Independence ” 


That probably would be the reply 
of any man if he were granted one 


wish for his old age. 


But you don’t get inde- 
pendence by wishing 


for it. 


Everybody doesn’t know 
about Annuities and Old 
Age Endowments. It is 


your duty to tell them. 


The Prudential 


Insurance Company of America 


EDWARD D. DUFFIELD, President 





Home Office - Newark, New Jersey 











PART-TIMERS 


The trade press has lately given considerable space to 
the problem of the “part-timer.” 


Admitting circumstances in which the “part-timer” may 
unfairly intrude upon the best interests of the “full time” 
man, is he, after all, so tremendous a hazard? 


More important, one might suspect, to life underwriting 
than the elimination of the “part-timer” is the reforming 
of the “full-timer” who works only part of the time. 
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len, Northwestern Mutual, New York 
City, “Agency Prestige,” April, and O. 
Sam Cummings, Kansas City Life, Dal- 
las, Tex., who will summarize and close 
the series in May. Announcement of 
the January speaker will be made 
shortly. 


Confer on Part-timer Plans 








Managers and General Agents in New 
York Consider Problem, Name Com- 
mittee; Meet Again Dec. 12 





NEW YORK, Nov. 15.—Working to- 
ward a solution of the part-time agent 
problem in the metropolitan district, E. 
W. Allen, president New York City Life 
Managers Association, held a luncheon 
conference last week with a number of 
representative managers and_ general 
agents. He is the senior partner of 
Allen & Schmidt, general agents New 
England Mutual Life. 

It was generally agreed that action 
should be taken but that little can be 
done without home office cooperation. 
There was marked unanimity on keeping 
out the one- or two-case part-timer who 
has no intention whatever of entering 
the insurance business, and some were 
in favor of complete elimination of part- 
time agents in the metropolitan district. 
It was conceded that in smaller com- 
munities the part-time life agent does 
not constitute the same problem as in 
the larger centers. 


Committee Is Appointed 


Mr. Allen appointed a committee to 
prepare resolutions for presentation at 
the next meeting of the association, Dec. 
12. The committee includes J. M. Fraser, 
general agent Connecticut Mutual Life 
and president New York City Life 
Underwriters Association; C. D. Con- 
nell, general agent Provident Mutual 
Life; C. E. DeLong, general agent Mu- 
tual Benefit Life; Sheppard Homans, 
general agent Equitable Life of New 
York; R. G. Engelsman, general agent 
Penn Mutual Life; H. L. Wofford, man- 
ager Prudential, and H. Arthur Schmidt, 
general agent New England Mutual. 

The association is also interested in 
the problem of unfit agents, but is con- 
centrating for the present on the part- 
time agent situation. 

-The Dec. 12 meeting, to be held at the 





Waldorf-Astoria, will open at 3 p. m. 
with a sales management conference 
stressing selection and recruiting of 
agents. Following this there will be a 
dinner honoring presidents and other 
officers of the respective members’ com- 
panies who will be in the city attending 
the annual meeting of the Life Presi- 
dents Association. An extensive pro- 
gram of entertainment has been ar- 
ranged by Mr. Allen and Lloyd Patter- 
son, general agent Massachusetts Mutual 
Life, program committee chairman. 

Mr. Allen is president. J. M. Hol- 
combe, manager of the Life Insurance 
Sales Research Bureau, will be one of the 
speakers. 





College Men as Salesmen, 
Des Moines Congress Topic 





DES MOINES, Nov. 15.—The value 
of college men as life insurance sales- 
men was reviewed pro and con by H. G. 
Kenagy, assistant manager Life Insur- 
ance Sales Research Bureau, before 65 
general agents and managers of Des 
Moines, Omaha, Minneapolis and St. 
Louis who attended a management con- 
gress sponsored by the Des Moines 
General Agents & Managers Club and 
the research bureau. 

He declared a college-bred salesman 
may be good or bad, depending on his 
attitude and application of his education 
to business. The “know-it-all” type of 
college man will not succeed, while the 
one who is able to forget the fact of 
his college importance and apply him- 
self diligently to the fundamentals of 
life insurance selling will have better 
chance of success. 

John Marshall Holcombe, Jr., man- 
ager of the bureau, said a definite sys- 
tem of recruiting salesmen should be 
devised in every agency, as the turn- 
Over may be expected to be heavy in 
the next six years. 





Cummings to Speak 


DALLAS, TEX., Nov. 15.—Harold 
J. Cummings, vice-president and super- 
intendent of agents of the Minnesota 
Mutual Life, will speak on organized 
selling at the Life Managers Club meet- 
ing here tomorrow. 
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Scheuer Talks on Motivation 


General Agent of the State Mutual Life 
Speaks Before the Cincinnati 
Underwriters 








Lee B. Scheuer, Cincinnati general 
agent State Mutual Life, spoke before 
the Cincinnati Life Underwriters Asso- 
ciation on. “Motivation.” He said that 
motivation is the “sparkplug” or actu- 
ating factor of the sale. Motivation 
stories are facts the agent bumps into 
every day. The stories the salesman 
uses do not have to be “sob stories” 
always to motivate the sale, “but occa- 
sionally we have to get tough. If you 
can’t get to a man’s heart, you can’t sell 
him life insurance anyhow,” Mr. 
Scheuer declared. 

Mr. Scheuer illustrated his talk with 
numerous stories he used in interviews 
drawn from his own experience and 
that of other agents. He said he tried 
to get as many stories as he could from 
another agent’s experience when he 
talked to him. 

The value of planned sales talks was 
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emphasized by Mr. Scheuer. He said 
that motivation is the cat the agent 
lets out of the bag when he can’t get 
anywhere, showing the importance at 
the crucial moment in the sale. 

The agent knows “an awful lot of 
what the buyers of life insurance think, 
but the user of life insurance has a 
different attitude. The average man 
still buys life insurance on the opinions 
of what his life insurance is going to 
do and he never has come in contact 
with the user,” hence, motivational 
stories show the buyer what insurance 
will do under circumstances similar to 
his own. 

Several agents have told him they 
don’t believe in sentiment in the sale, 
Mr. Scheuer said, but he finds they all 
use stories for illustrating their points, 
they appeal to the prospect’s emotions 
rather than his reason. He said that 
the true objective of life insurance is to 
generate income when earning power is 
cut off either when it provides an in- 
come for the assured in his old age or 
for his family when his death occurs. 


* * * 


Columbus, 0.—The public is now in- 
vesting 9.3 percent of its total income in 
life insurance and annuities and more 
people are now saving money through 
the medium of life insurance than in all 
other methods of savings combined, 
J. A. Hawkins, manager of agencies Mid- 
land Mutual Life, told 200 life agents 
at a sales seminar in Columbus under 
the auspices of the Columbus association. 
Following Mr. Hawkins’ talk at a lunch- 












eon, three group sessions were held with 
J. B. Davis, Penn Mutual; C. M. Roude- 
bush, Equitable of New York, and D. M. 
Behling, New England Mutual, as speak- 
ers. They touched on various phases of 
life insurance selling. The group chair- 
men were E. C. Deckard, W. R. Lawrence 
and M. E. Wetherbee. President P. M. 
Smith presided at the luncheon and R. C. 
Gauch served as general chairman for 
the seminar. 
* Ok Ox 

San Franciseo—At the second of a 
series of monthly luncheon meetings, 
W. P. Brawner, president San Francisco 
Junior Chamber of Commerce, discussed 
its civic activities, In December, F. H. 
Beckman, president Beckman-Hollister 
Company, will speak. 

K. L. Brackett, chairman civic rela- 
tions committee, explained plans for a 
Life Insurance Institute in San Fran- 
cisco. A parchment scroll was presented 
on behalf of the Wells Fargo Bank & 
Union Trust Company, which is to go 
to the life agency of San Francisco show- 
ing the greatest percentage of member- 
ship in the association. 
xe * 


Des Moines—The high pressure type of 
insurance salesman was heavily dis- 
counted in an address by John Marshall 
Holcombe, Jr., manager Life Insurance 
Sales Research Bureau. “The hurry-in 
and hurry-out type of salesman,” Mr. 
Holcombe said, “is rapidly passing out 
of the insurance sales picture.” His 
place is being filled by the salesman who 
seeks to build up a permanent clientele. 

S. A. Swisher, Equitable of Iowa, and 
John McCarroll, Bankers of Iowa, new 
president and secretary of the Life Ad- 
vertisers Association, were given an Ova- 
tion. More than 200 attended the meet- 
ing. 

ie ee 


Wichita, Kan.—Members of the Wichita 
association held a “ladies’ night” Nov. 12. 
L. B. Brown, Travelers, spoke on “Mak- 
ing New Friends While Retaining the 
Old.” 


* Ok Ox 


Philadelphia—Second Vice-president 
Henry E. North of the Metropolitan Life 
spoke this week on “The Underwriter’s 
Job of Today.” 


* * * 
Pontiac, Mich.—New officers elected 
are: President, J. C. Hanley; vice presi- 


dent, E. G. Hollenbacker; secretary- 
treasurer, W. E. Pennell. T. J. Nicholson 
is the retiring president. P. J. Crandall, 


Jackson, a vice-president of the state 





New Seattle Chief 












































Cc. J. FRISBIE 


SEATTLE, Nov. 15.—C. J. Frishie 
New England Mutual Life, has bee 
elected president of the Seattle Life Un. 
derwriters Association; Herbert Allen, 
Metropolitan Life, and E. W. Zin, 
Northwestern National, vice-presidents: 
James Bruce, New York Life, treasurer, 
and Mrs. Alice Clayton, Massachusetts 
Mutual, secretary. Mrs. Clayton is the 
first woman to hold office in the associa 
tion. Laney, Phoenix Mutual 
retiring president, was named _ nation 
executive committeeman. , 





































association, spoke on “What a Life In 


surance Man’s Attitude Should Be Re—) * 


garding His Work.” 
* *k * 

Springfield, O.—The members passeif 
resolutions in tribute to Fritz Lichter ft 
berg of Columbus, O., on his 30th anni-B 
versary with the Massachusetts Mutual 
The speaker was Rabbi Smoller wh 
spoke on “Munitions—Murder Made t 
Order.” 
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Bright Future for Business 





President Duff of Woods General Agency 
in Pittsburgh Predicts Further 
Increase in Sales 





PITTSBURGH, Nov. 15.—The Ed- 
ward A. Woods Company, general 
agent for the Equitable Life of New 
York, has completed the observance of 
its 54th anniversary, and, according to 
President W. Duff, is entering its 
55th year with great confidence, antici- 
pating a further increase in sales. In 
a statement regarding the business out- 
look, Mr. Duff said: ‘Never was the 
future of life insurance so bright as 
right now. There is more interest in 
life insurance today than ever before, 
stimulated undoubtedly by the splendid 
record of insurance companies generally 
during the recent years. The business 
has stood up under all attacks and de- 
mands, and today is a better grounded 
institution than ever in the past.” 


Has 47 Percent Octber Gain 


The Woods Company reports an in- 
crease in sales for October 47 percent 
ahead of the same month last year, 
while the gain in number of lives in- 
sured has been 50 percent. For the first 
ten months of 1934, the company shows 
an increase of 24 percent over a similar 
period in 1933. 

The Woods company has 365,000 pol- 
icyholders insured for more than $750,- 
000,000. In the past year disbursements 
have totaled $18,000,000 of which 70 per 





cent was paid to living policyholders tt- 
siding largely in the Pittsburgh dis Fr 
trict. bs 


Small Force Boosts Sales ; 


DETROIT, Nov. 15.—The efficacy 0! 
cutting the: deadwood out of an agency 
is indicated by the results achieved by 
T. H. Cummings, Detroit agency mat 
ager Northwestern National Life. Last 
year he reduced his agency force by 
half, eliminating part-timers and low 
producers. In the first ten months 0 
1934 the remaining half of the agent 
produced $1,000,000 more than the ful 
force in the same period of 1933. Dur 
ing October the Cummings agency pail 
for twice the volume recorded in Se? 
tember, placing second among the com 
pany’s agencies. z ' 


Regional Meets in Alabama 


MONTGOMERY, ALA., Nov. li- 
Alabama agents of the Reliance Lit 
held regional meetings in Birmingha® 
and Montgomery. N. S. Tomlinsot 
Birmingham, Alabama manager, Pit 
sided. R. C. Braun of the home offices & 
advertising department, was present # 
both sessions. At Montgomery Ja 
Barker, general agent for southern Ale 
bama, talked. 


Denied Use of Canadian Mails 
OTTAWA, Nov. 15.—The Capit 
Mutual Benefit of Denver, has a 
added to the list of companies to whit 


the use of Canadian mails in soliciti 
insurance: has been forbidden. 
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LIFE COMPANY CONVENTIONS 
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Southwell Gives an Address 








Philadelphia Manager Speaks Before 
Regional Meeting of Minnesota 
Mutual Life Men 


W. H. Southwell of Philadelphia, for- 
mer manager of the Continental Life of 
St. Louis, addressed about 30 managers 
and agents of the Minnesota Mutual 
Life from Ohio, Indiana and Michigan 
at a meeting held at Toledo. Vice-presi- 
dent H. J. Cummings and Eastern Su- 
pervisor E. J. Evans were in charge. 
Mr. Southwell’s talk was made largely 
on the wrong way to sell insurance. He 
said: 

“Today agents are criticising the fi- 
nancial stability of their competitors, 
rather than selling insurance contracts 
for the good these policies will do the 
general insurance buying public. In 
the last two years there has been con- 
siderable criticism aimed at the life in- 
surance institution in general, but this 
has had no effect on the public’s con- 
fidence in this institution.” He further 
stated that “the quickest way to de- 
stroy the people’s faith in the institution 
of life insurance is by these unscrup- 
ulous agents criticising the financial 
stability of competitive companies. It 




























Holding Two Coast Meetings 





Northwestern Mutual Home Office Dele- 
gation Attends Sessions in Portland, 


Ore., and Los Angeles 





Home office officials of the North- 
western Mutual Life, including M. J. 
Cleary, president; Grant L. Hill, di- 
rector of agencies; J. J. Hughes and W. 
R. Chapman, assistant directors, and H. 
R. Ricker, assistant secretary, are on 
the Pacific Coast for a series of re- 
gional meetings. 

They were in Portland, Ore., Nov. 
12-13 for a meeting of the Spokane, Se- 
attle, Portland, Boise, Idaho and Great 
Falls, Mont., agencies. 

L. F. Larson, Portland general agent, 
was chairman Monday morning. M. H. 
O. Williams, Seattle, Monday afternoon 
and E. A. Crooks, Boise, Tuesday 
morning. 

The home office delegation will be in 
Los Angeles Nov. 19-20 for a southern 
meeting in which the Los Angeles, 
Stockton, Phoenix, Ariz., Oakland, San 
Francisco and Salt Lake City agencies 
will participate. 








is unfair competition and will only re- 
sult in disaster if continued.” 
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Actuaries Discuss Handling 
Defunct Companies’ Business 











(CONTINUED FROM PAGE 3) 


age is likely to be greater if the rein- 
Be Ref surance is delayed. 

The lien percentage, he declared, 
should be on the safe side. If it should 
become necessary to increase the lien, 
the results would be disastrous, he said. 

Where the net equity in the policy 
is small, the policyholder is particularly 
subject to twisting. The only answer 
is to maintain the original agency force, 
he declared. 

If the contract does not provide for 
| paid-up insurance, the policy frequently 
can be kept on a premium paying basis. 

He expressed the opinion that most 
requests for paid-up insurance are 
prompted by agents. 
| In such reinsurance, a guarantee of 
+ payment of death claims is necessary. 
If such a guarantee is not made, the 
. chief argument for the policyholder to 
| continue his insurance is lost. There is, 
he admitted, a certain element of un- 




















pie ¢ fairness to those who die after the guar- 
od by E. anteed period. Ten years, he said, 
mar @ ‘Seems to be the popular period during 
Last which to guarantee payment of death 


| claims, 

iw. He said there is little occasion for re- 
hs of @ ‘MSuring the lien except to enable the 
reinsuring company to make some re- 
> ful ® “Surance profit, not specifically con- 
| templated in the contract. 


= 
i 
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Dur ; ' 
: If the loyal agency force is retained, 
Sep he said there is no reason for rewrit- 


con |S policies on new forms to eliminate 
the lien, but if the agents are not re- 
tamed, because of the danger from the 
F activities of twisters, rewriting is neces- 
A ® Sitated. 


7A Z Should Avoid Rewriting 
1 
hast He contended that rewriting should 
100, fe be avoided if possible. It is expensive, 
pre It results in selection against the com- 
sees B P@hy and it is detrimental to the best 
tat fe ‘Mterests of life insurance, since it gives 
Jack the assured the idea of taking a new 
Ak Policy, whenever loan obligations seem 
burdensome, 
| _A problem is created by the provision 
ls @ © most contracts that policyholders 
il Med defaulted in payment of premium 
cet gr ing the date of. the appointment 
| Ol the receiver and the date of the 


effecting of the reinsurance, may be 





has been reinsuring the excess limits of 
the original company declines to re- 
assume its liability and it may be neces- 
sary to pay a much higher price else- 
where for such service. 

Mr. Stagg also told of some of the 
considerations of an accounting nature 
involved in these transactions. 

Mr. Stagg concluded with the state- 
ment that there has been a paucity of 
experience on such reinsurances. Fu- 
ture procedure, however, can be gov- 
erned more intelligently, because of the 
experience now being developed. Among 
the big questions which are likely to 
be answered as time goes on, are the 
mortality and persistency of the rein- 
sured business, the proper expense 
charge, whether impaired business that 
is rewritten is satisfactory and the re- 
action of assured if the lien is not ulti- 
mately discharged. 


Wisconsin Reference Book 
for 1934 Off the Press 





Wisconsin has become a most impor- 
tant insurance state. It has many home 
offices of companies. Wisconsin has 
more mutual fire companies than any 
other state, there being 252 with head 
offices within its bounds. It has always 
been one of the foremost home office 
commonwealths in the country. 

The new Underwriters Handbook of 
Wisconsin, the state insurance reference 
book, comes from THE NATIONAL UNDER- 
WRITER, it being the 1934 edition, This 
is a book that every insurance man in- 
terested in the state should have on his 
desk. It is an annual publication and 
gives very valuable information along 
many different lines. This year’s book 
contains 465 pages of real insurance in- 
formation. The body of the book gives 
all the cities and towns together with 
their insurance agents and the compa- 
nies they represent. An interesting fea- 
ture this year is the inclusion of a com- 
prehensive road map of the state giving 
full information as to all the highways 
and thorougfares in Wisconsin. 


Becker Assistant Manager 


F. C. Becker has been appointed as- 
sistant manager of the Washington 
agency of the Equitable Life of New 
York, with headquarters in Seattle. He 
has been with the agency six years. He 





reinstated without evidence of insura- 
lity. Very often, the company that 






was for two years an assistant manager 





Extensive Equipment Needed 
For Competent Service 


Professional service implies command of all 
forms needed to safeguard the financial future of 
the client and of those for whom he is responsible. 


One situation calls aloud for accident insur- 
ance; another for life insurance with a trust agree- 
ment. Both retirement and single premium an- 
nuities often contribute to the correct solution. 

Salary savings and all group lines are increas- 
ingly essential equipment for agents willing to 
assume large responsibilities. Our local office 
will supply any information needed. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 











of the Mutual Life of New York. 
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INDIANAPOLIS, INDIANA 


@ Agency contracts particularly designed to give 
maximum compensation for quality business 
and so drawn that renewal results in a steadily 
pyramiding income for the man or woman who 
is looking for a permanent connection. 
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NEWS ABOUT LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Policy Literature, Rate Books, etc. 


Supplementing the ‘Unique Manual- 


Digest” and “Little Gem,”” Published Annually in May and March respectively. 


PRICE, $5.00 and $2.00 respectively. 





National’s New Dividend Scale 


Digest of Schedule for 1935 Shows 15 





Percent Increase—Principal 
Forms Given 





A digest of the 1935 dividend scale 
of the National Life of Vermont, repre- 
senting about a 15 percent increase, is 
as follows: 

Ordinary Life 


-———Dividend Year——_,, 


1 15 20 
Age Prem. 
20 $18.01 $3.09 $3. 
25 20.14 3.27 -70 
30 22.85 3.49 a 
35 26.35 3.78 
40 30.94 4.16 . 
45 37.09 4.65 m 
50 45.45 5.34 : 
55 56.93 6.29 ; 
60 72.84 7.61 9. 
65 95.14 9.46 11.34 
Life 20 Payment 

20 27.60 3.12 3.93 5.12 6.53 8.22 
25 29.90 3.30 4.19 5.49 7.05 8.91 
30 32.65 3.51 4.50 5.95 7.65 9.68 
35 36.00 3.80 4.90 6.50 8.37 10.59 
40 40.16 4.17 5.40 7.17 9.21 11.59 
45 45.54 4.68 6.06 7.99 10.17 12.73 
50 52.70 5.387 6.89 8.96 11.28 13.99 
55 62.56 6.30 7.98 10.18 12.57 15.43 
60 76.52 7.62 9.43 11.73 14.11 17.138 
65 96.87 9.47 11.43 13.76 16.11 19.25 

20 Year Endowment 
20 47.01 3.17 4.89 7.46 10.53 14.25 
25 47.53 3.384 5.07 7.63 10.70 14.42 
30 48.25 3.56 5.28 7.84 10.91 14.63 
35 49.33 3.84 5.57 8.12 11.18 14.90 
40 51.02 4.20 5.95 8.50 11.53 15.25 
45 53.84 4.69 6.47 9.01 12.01 15.72 
50 58.51 5.37 7.17 9.69 12.63 16.35 
55 66.15 6.30 8.16 10.65 13.50 17.21 
60 78.36 7.62 9.54 12.00 14.67 18.39 
65 97.52 9.46 11.46 13.86 16.38 20.03 

indowment at Age 65 

-o———Dividend Year 

1 5 10 15 20 

Age Prem. 
20 $20.97 $3.10 $3.60 $4.32 $5.16 $6.16 
25 24.07 3.28 3.90 4.8 5.85 7.08 
3 28.16 3.50 4.28 5.40 6.72 8.26 
35 33.77 3.79 4.79 6.238 7.90 9.87 
40 41.77 4.18 6.49 7.387 9.86 12.18 
45 53.84 4.69 6.47 9.01 12.01 15.72 
50 73.78 5.40 7.95 11.64 16.22 ; am 
55 112.47 6.41 10.53 16.82 es eee 

30 Year Endowment 
20 30.46 3.12 4.08 5.46 7.12 9.10 
25 31.14 3.30 4.25 5.64 7.81 9.29 
30 32.17 3.51 4.48 5.89 7.56 9.54 
35 33.77 3.79 4.79 6.23 7.90 9.87 
40 36.38 4.17 5.22 6.71 8.40 10.32 
45 40.60 4.67 5.80 7.37 9.08 10.94 
50 47.31 5.34 6.61 8.28 10.01 11.80 
55 57.60 6.30 7.72 9.52 11.29 12.97 


Graded Premium Life 


-——— Dividend Year——_, 
1 5 10 15 


20 
Age 
ARES $2.54 $3.34 $3.86 $4.46 $5.15 
Ja 2.58 3.57 4.20 4.93 5.76 
ES 2.67 3.88 4.64 5.51 6.50 
ree. 2.77 4.25 5.18 6.28 17.38 
| BIA 2.92 4.74 5.88 7.12 8.41 
aD asbais.s 6 3.15 5.42 6.78 8.21 9.65 
RR ROR n 3.51 6.381 7.92 9.52 11.07 
DP Gpas haus 4.13 7.51 3.26 23.385 13.77 
CO ...cscce, 820 8.15 10:05-8816> 1652 
5 Year Non-Renewable Term 
-———Dividend Year——_——_, 
1 2 3 4 5 

Age Prem. 
20 $9.65 $1.54 $1.54 $1.54 $1.54 $1.54 
25 9.95 1.55 1.55 1.56 1.56 1.55 
30 10.456 1.56 1.56 1.57 1.57 1.56 
35 11.21 1.59 1.59 1.59 1.59 1.59 
40 12.45 1.63 1.64 1.64 1.64 1.64 
45 2460 1.70 271 278 TAR 1.7% 
50 19.45 2.40 2.41 2.42 2.43 2.42 
55 26.92 2.82 2.87 2.89 2.89 2.88 
60 39.42 3.57 3.68 3.67 3.68 3.66 





Equitable Life of New York 


The Equitable Life of New York an- 
nounces that its discount rate for pre- 
payment of premiums is reduced to 8 
percent. This applies to prepaid renewal 
premiums, single premiums paid in ad- 
vance and the payment of salary savings 
premiums on the monthly discounted 
basis. Discounted premiums may not be 
saccepted which at any time will prepay 
premiums on any policy for more than 
five years in advance. 


Connecticut Mutual’s 





Scale 


Dividends Payable in 1935 Under Pro- 


posed New Schedule Are 


Announced 





The schedule of dividends applicable 


to policies in 1935 has been announced 


by the Connecticut Mutual Life. 


The 


tabulation also gives dividend accumu- 
lations on the basis of 4%4 percent in- 
per 








terest. The scale of dividends 
$1,000 of insurance is: 
Ordinary Life 
1 5 1 20 
$3.09 $3.41 $3.89 $5.05 
3.12 3.46 3.94 5.16 
8.16 3.51 4.01 5.27 
3.19 3.56 4.08 5.39 
3.24 3.61 4.16 5.52 
8.27 3.66 4.23 5.63 
3.381 3.71 ‘4.81 5.75 
rae 3.34 3.77 4.388 5.88 
aes 3.39 3.82 4.46 6.02 
BO) cc eee 3.41 3.88 4.54 6.15 
BO: cares 3.46 3.95 4.63 6.30 
BY cance BO. SOL 492° 855 
-) TEENA 3.55 4.08 4.82 6.61 
eer 3.60 4.15 4.92 6.76 
Bk ste ee 3.65 4.21 5.01 6.91 
ee 3.70 4.30 5.12 7.09 
SEE: 8.76 4.387 65.24 7.26 
BA Seon se 3.82 4.46 5.385 17.44 
Oe ances ou 3.89 4.55 5.48 7.62 
| ree 3.95 4.64 5.61 7.80 
ee 4.03 4.74 5.75 8.00 
Se saseeee 4.09 4.84 5.88 8.19 
| 4.14 4.93 6.01 8.37 
BO seoeise 4.21 5.04 6.15 8.57 
Loree” 4.29 5.14 6.30 8.77 
| PE es 4.36 5.25 6.45 8.97 
i saveuce 4.45 5.37 6.61 9.17 
ree 4.53 5.49 6.77 9.38 
Bi iis ie seu 4.62 5.61 6.93 9.60 
_. See “72 635 7.11 3.381 
BD ices 4.81 5.90 7.29 10.04 
Be 6a ames 4.92 6.04 7.48 10.28 
Ee 5.04 6.19 7.67 10.50 
RS 5.16 6.386 7.88 10.73 
- ee 5.28 6.52 8.08 10.98 
C——eeer 5.42 6.69 8.29 11.22 
rr 5.59 6.90 8.54 11.51 
RE ees 5.76. 7.23 8.81 11.80 
BG cesscny BOE “Tb Be 12:10 
- Se 6.14 7.59 9.86 12.43 
a 6.36 7.86 9.65 12.77 
ee 59 8.13 9.96 13.12 
RE 6.83 8.41 10.28 13.49 
eS 7.07 8.71 10.61 13.88 
_. Srv 7.35 9.03 10.96 14.30 
BO sina 7.65 9.87 11.84 14.76 
Graded Premium Life 
BD Scien $1.89 $3.32 $3.80 $4.99 
Sl sa iess, 1.90 3.36 3.85 5.09 
Sk pata eiiee 1.91 3.41 3.93 5.21 
BB psa has 1.92 3.45 3.99 65.32 
5 eee 1.93 3.50 4.05 43 
BO See euee 1.94 3.54 4.12 5.55 
, rere 1.94 3.60 4.19 5.67 
ot EP RR 1.95 3.638 4.26 5.80 
. re 1.96 3.69 4.34 5.93 
ae 1.97 3.75 4.42 6.07 
eee 1.98 3.80 4.50 6.21 
| 1.99 3.86 4.58 6.36 
aes 2.00 3.92 4.69 6.51 
si p> eon 2.01 3.98 4.77 6.67 
ee SR 2.02 4.05 4.87 6.82 
eee 2.03 4.13 4.98 7.00 
Oe Snkeeuy 2.04 4.20 5.09 7.17 
, eee 2.06 4.28 5.21 7.36 
Re. ud 58-3 2.07 4.86 5.32 17.52 
eS eee 2.08 4.44 5.44 7.71 
| 2.11 4.53 5.57 7.90 
| aE 2.11 4.61 5.69 8.07 
Pre 2:18 4.70 6.82 8:26 
ee 2.14 4.79 5.96 8.47 
Ree 2.16 4.89 6.09 8.66 
Oe Sesavce 2.18 4.98 6.24 8.86 
| Se 2.20 5.10 6.39 9.08 
Ee ee 2.22 5.22 6.55 9.29 
TRS 2.25 5.83 6.71 9.50 
eee 2.27 5.46 6.89 9.74 
So eee 2.30 5.60 7.07 9.97 
WE ativaes 2.388 5.738 7.25 10.20 
-) IER 2.37 5.89 7.45 10.44 
= See 2.40 6.05 7.66 10.70 
aera 2.44 6.24 7.89 10.96 
aires acs tae 2.47 6.438 8.14 11.26 
Es a bo 2.52 6.64 8.38 11.54 
re? 2.57 6.86 8.66 11.85 
Ernie 2.63 7.10 8.94 12.19 
20 Payment Life 
$7.96 
8.08 
8.19 
8.31 
8.44 
8.57 
8.69 
8.80 
8.93 
9.05 








321.54 
332.88 


$108.84 
110.54 





Total 
Accum. 
1 5 10 20 20 Y: 
BO sé 60s-0< 8.52 4.48 5.75 9.19 173.10 
BA 660 6008 3.55 4.48 5.83 9.32 75.3 
32 ° 3.56 4.51 5.89 9.44 177.06 
| REPS 59 4.56 5.96 9.59 179.30 
34 8 3.62 4.61 6.04 9.73 181.46 
. SS . 3.64 4.65 6.12 9.87 183.67 
36 ° 3.67 4.70 6.20 10.01 185.95 
ee 3.70 4.76 6.28 10.15 188.31 
EE 3.73 4.81 6.37 10.31 190.88 
| ORS -» 3.76 4.87 6.45 10.46 193.35 
ee -79 4.92 6.55 10.61 196.02 
te Ay 3.80 4.96 6.61 10.73 197.79 
| SARS 3.82 5.00 6.69 10.88 199.91 
| SO 3.85 5.06 6.77 11.02 202.29 
rr 3.87 5.10 6.84 11.14 204.17 
 SASSRRSr 3.90 5.16 6.93 11.29 206.70 
aCe oseens 3.92 5.21 7.00 11.42 208.80 
| ae ae 8.95 5.26 7.10 11.56 211.30 
gate ee 3.98 5.32 7.17 11.69 213.54 
oe 4.00 5.87 7.26 11.83 215.94 
BU x peievere's 4.03 5.43 7.33 11.95 218.10 
eer 06 5.49 7.42 12.09 220.54 
- Ae 4.10 5.56 17.52 12.22 223.02 
2 SOSA 4.14 5.63 7.60 12.35 225.49 
| EAR APSA? 4.19 5.70 7.70 12.49 228.27 
Be ss aterees 4.23 5.77 7.79 12.61 230.65 
20 Year Endowment 
ED) oietes ow $4.52 $6.11 $8.46 $14.70 $254.48 
BE core v0.6 4.53 6.12 8.47 14.71 254.74 
6.12 8.47 14.71 254.75 
6.12 8.47 14.71 254.77 
6.13 8.48 14.72 255.04 
6.13 8.48 14.72 255.04 
6.13 8.48 14.72 255.04 
6.14 8.49 14.738 255.31 
6.14 8.49 14.73 255.36 
6.16 8.50 14.74 255.73 
6.16 8.50 14.74 255.73 
6.17 8.52 14.75 256.07 
6.18 8.53 14.76 256.40 
6.18 8.53 14.76 256.42 
6.20 8.54 14.77 256.80 
6.21 8.55 14.78 257.23 
6.22 8.57 14.79 257.58 
6.24 8.58 14.80 257.90 
6.25 8.59 14.81 258.25 
6.28 8.62 14.83 258.97 
6.30 8.65 14.85 259.70 
6.32 8.66 14.86 260.21 
6.385 8.69 14.88 260.92 
6.39 8.73 14.91 262.00 
6.42 8.76 14.93 262.82 
6.46 8.79 14.96 263.86 
6.51 8.84 15.00 265.27 
6.56 8.88 15.03 266.42 
6.61 8.94 15.08 268.14 
6.66 8.99 15.12 269.57 
6.73 9.06 15.17 271.48 
6.81 9.18 15.23 273.52 
6.90 9.21 15.30 276.05 
6.99 9.30 15.87 278.60 
7.10 9.40 15.45 281.43 
7.21 9.50 15.53 284.87 
Retirement Income at 65 
BO 5 p:acnese%e $3.10 $3.71 $4.60 $6.91 
Rn tovereteseuece 34D ote 4:52 F399 
| eee 3.19 3.86 4.84 7.36 
RB Sereteides.¢ 3.24 3.94 4.95 7.59 
Bs dsc0333, Bree 4008 “6209 ~9585 
ie here aigi aks) 3.86 4.12 6.24 8.19 
| aan 3.41 4.22 5.389 8.41 
Zh vive ome SRL “E64 “SO 
BL as-< iateiey 3.54 4.43 5.71 9.02 A 
Be bie. teuaiave 3.62 4.54 5.88 9.36 ° 
rer 3.70 4.66 6.07 9.73 5 
| ee ee 3.78 4.79 6.27 10.12 . 
BR araiiscaveohs 3.87 4.93 6.48 10.52 * 
Se 3.95 5.08 6.72 10.97 ‘ 
By assists oo 4.05 5.23 6.96 11.43 . 
BO. caiptere pat 4.17 5.41 7.24 11.95 
Bab cir ya ave 4.28 5.59 7.51 12.50 
) eee 4.40 5.79 17.81 13.10 
ee Rargcasravare 4.53 6.00 8.14 13.74 
ee 4.69 6.24 8.50 14.46 
BO voiaaecatsve 4.84 6.48 8.88 15.23 
BE dts Sas 5.01 6.77 9.30 16.17 
SO s.icces. GOO TOT 877 Fat 
DS csesec Ol Tao 2007 18:56 
er one 5.63 7.78 10.82 19.61 
BD .cscess ORS SS 1249 “80:09 
Eo Cus “S60 t248 8... 
_ eae ee 6.54 9.13 12.94 
| See 6.91 9.71 13.83 
Se 35 10.37 14.84 
SENS Ree 7.83 11.12 15.99 
Ae 5 12.03 A 





Ten-Year Term 


Age 1st Div. 5th Div. 10th Div. 
RSPAS $2.04 $2.05 $2.04 
kerectetets averciats 2.06 2. 2.07 
ee 2.07 2.09 2.08 
LE Ee 2.07 2.10 2.08 
| LSA 2.09 2.13 2.12 
_ BAe 2.14 2.28 2.19 
LD See ne 2.21 2.37 2.30 
Ot 5 aii oie 2.29 2.54 2.44 


Carl Weil Is Dead 


Carl Weil, vice-president Bankers Na- 
tional Life of New Jersey, died at 
Omaha following an abdominal opera- 
tion. He was 52 years old. He was 
formerly associated with his father in 
me National Bank of Commerce at Lin- 
coln. 





Northwestern Mutual Plan, 
No Annuity Rate Increay, 


MILWAUKEE, Nov. 15.—No } 
crease in annuity rates and no rey, 
tions in commissions to agents writ; 
annuities are planned at this time by ty 
Northwestern Mutual Life, Percy 4 
Evans, vice-president and actuary, 
states. A number of companies hay 
made such revisions, 

The only change affecting annuitis 
written by the Northwestern Mutual ». 
cording to Mr. Evans, is that hereafty 
it will not accept applications for a, 
nuities from agents of other companig 
and that no agent shall pay commissioy, 
or consideration of any kind directly y 
indirectly to any other person. 


Provident Mutual Life 


President Linton in announcing th 
continuance of the 1934 dividend sca, 
of the Provident Mutual for 1935 «. 
plains the reduction in interest rat 
allowed as follows: 

“The interest rate on funds left with 
the company under Option 1 will be 44 
percent instead of 4% percent. The 44 
percent rate will also be used in deter. 
mining the excess interest dividends up. 
der other options. This change is mak 
because of the lowered rate of interes 
obtainable upon the type of conservative 
investments suitable for a company like 
ours. Under policies upon which pre. 
miums are being currently paid provision 
for expenses is made in the loading, 
No loading is available under the op. 
tions and consequently the lower rate of 
4% percent has been adopted in connec: 
tion with them. This same rate will be 
used in accumulating dividends left with 
the company—a procedure which in. 
volves considerable extra expense. The 
company is pursuing a_ conservative 
policy in continuing the current dividend 
scale. The margin of earnings now in- 
dicated by current trends will be ap- 
plied, as in recent years, to a strength- 
ening of assets, thus improving the com- 
pany’s already excellent margin of se 
curity.” 


G. W. Smith Finds Business 











Conditions Much Improved : 





SAN FRANCISCO, Nov. 15.—If the 
life insurance business is a criterion, 


economic conditions in the United States 


are definitely more substantial, accord 
ing to George Willard Smith, president 
New England Mutual Life, who ad- 
dressed a meeting of northern California 
agents here. His statements were based 
on a study of his company’s experience 
for the first ten months of 1934. The 
investment market, however, is still a 
problem to the large investment orgat- 
izations, particularly the life insurance 
companies, many of which are maintain- 
ing unprecedented cash reserves for put- 
poses of liquidation. ; ; 

Mr. Smith reported a decided m- 
provement in the demand for life insur 
ance of the better types of policies, espe; 
cially “the more expensive forms. 
Quoting figures to show that the aver- 
age policy sold the first ten months 0 
this year is but slightly under the aver- 
age of a few years ago, he discounted 
the general feeling that the average 
policy is considerably lower. he 
reduced demand on the company. for 
loans and cash surrenders and the high 
quality of the increased volume of new 
business is another indication of i 
provement, he said, 

C. B. Barnes, a director of the com 
pany and a member of its finance am 
investment committee, is accompanying 
Mr. Smith. Following a visit to a 
Angeles, they will take a business a” 
pleasure trip to Honolulu. 


Omaha C. of C. Changes 


O. G. Wilson, agency manager Bank- 
ers Life of Iowa, has resigned as - 
man of the insurance subdivision of t 
Omaha chamber of commerce, and - 
succeeded by H. W. Ahmanson, ne 
tary National American Fire, who a 
been vice-chairman. H. E. Sorensel 
general agent Aetna Life, was nam 
vice-chairman. 
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Many Changes Due 
in Commissioners 



















ots (CONTINUED FROM PAGE 1) 

tS Writiy ito send in an appointment shortly after 

me by tile the legislature convenes in January, but 
€rcy HI has given no intimation so far as to 
actuary ie whom he will appoint. 





Harold G. Hoffman, governor-elect of 


nies hay : ! 
New Jersey, who is now serving as mo- 







annuitigime tor vehicle commissioner of that state 
[utual gfe and is well known to insurance men, 
hereaftefie has given no indication as to whom he 
> for ane will appoint to succeed Commissioner 






Kelly, whose term expires in February, 
although a number of candidates are al- 
ready in the field, including several 1n- 





Om panics 
IMASSion; 









rectly o : 
, surance men. It is stated that the new 
governor will make a careful study of 
the aspirants before announcing a selec- 
cin tion. 3 . 
nd a Considerable interest also attaches to 


his selection for his own present post. 
Assemblyman Fred W. Fort, Jr., who 
is with the Newark branch office of the 
Travelers, is understood to be an as- 
pirant for that position. During his term 
as motor vehicle commissioner, Mr. 
Hoffman worked in close cooperation 
with the casualty men of the state and 
had a number of amendments added to 
the present motor vehicle act, which 
were of benefit to the insurance carriers. 


interest 
ervative 
Any like 


ch pre Mi He has spoken at a number of insur- 
rovision ce gatherings. 
loading. “es a 


Reappointment of Theodore Thule- 
meyer, Wyoming commissioner, a 
strong Republican, is improbable to say 


the op. 
rate of 
connec. 






will bee the least, since Wyoming went over- 
ft with whelmingly Democratic. The main ques- 
ch in tion is whether he will complete his 
A } present term, which expires March 1. 
vidend | With the election of H. W. Nice, Re- 
ow in. publican, as governor of Maryland, in- 
be ap. surance men of the state see success in 
ength- a fight which has been waged there for 
e com-B years to have a practical insurance man 
of se named as head of the insurance depart- 

- ment. 

| For over a generation the office has 
SS ff been considered as a “political plum” 


and as a result Maryland has never had 
a commissioner who knew anything 
' about insurance. So far no one has been 
mentioned in connection with the office, 
but there are said to be a number of ap- 


oved 


If the 


erion, 
States F plicants for the position. 
cord: f= Gen. C. H. Martin, Democrat, was 
ident F elected governor of Oregon by a large 
) ad- [F majority. While no appointment of a 
ornia new insurance commissioner has as yet 
based been considered, the name of George 
ience § Holcomb, prominent Democrat of Port- 
The — land, has been mentioned prominently 
illa — in connection with the office, as also 
‘ganl- has that of Deputy Commissioner James 
‘ance ® Sehon. 
tain- © = 
pur- © CHANGE CERTAIN IN OHIO 
inte CINCINNATI, Nov. 15.—With the 
sur- selection of M. L. Davey as governor of 
spe- Ohio, it is practically certain that a 
ns.” change will be made in the head of the 
ne insurance department. In a talk before 
ug" insurance men some time ago, Mr. 
a Davey asserted, through a spokesman, 
ted that he would appoint an insurance man 
age superintendent of insurance. In a letter 
rhe which he sent later to insurance men 
and insurance employes all over the 
‘oh state, Mr. Davey charged that the de- 
8 partment is “inadequate and inefficient. 
wd He promised in that letter to bring about 
- important changes in the department if 
elected. 
id _ One report is that former Super- 
ni intendent H. L. Conn will come back 
nf @ as head of the insurance department. If 
0s he is not named, it is known that he will 
ad be consulted freely. Others mentioned 


are Ray Allison, now deputy secretary 
of state; J. B. Gillespie, Jr., Columbus 
manager Maryland Casualty and presi- 
4 dent of the Ohio Association of Casualty 
Surety Managers, who appeared be- 
fore the Ohio Association of Insurance 
Agents at its recent meeting in behalf 
of Mr. Davey, and Glenn L. Thrush, spe- 
cial agent National Fire of Hartford. 
pe heodore Tangeman, director of com- 
wil: under the White administration, 
: retire and it is generally understood 
at he plans to take an insurance com- 








pany home office post. The insurance 
department is a division of the depart- 
ment of commerce, which also has 
charge of banking and building and loan 
organizations. W. G. Pickrel of Dayton, 
who was defeated by Mr. Davey for 
the nomination for governor, has been 
suggested for director of commerce, but 
Francis Poulson of Cleveland, who man- 
aged Davey’s campaign, is believed to 
have the refusal of that post. A new in- 
surance commissioner will not be named, 
of course, until the director of commerce 
has been selected and consulted. 


Merger of Two Kansas City 
Companies Now Completed 





(CONTINUED FROM PAGE 83) 


of which he remains vice president, and 
later as vice president of the American 
Savings. He is in charge of agency de- 
velopment plans. R. P. McGovern, for- 
merly secretary-treasurer of the Sentinel, 
holds that position in the new company. 
D. Sharpe, formerly secretary-treasurer 
of the American Savings, will continue 
to look after the loan business of the 
company. 


Underwriting Questions Are 


Considered by Executives 


(CONTINUED FROM PAGE 2) 


be able to underwrite reinstatements on 
a basis that would produce about 10 
points higher mortality and still be 
able to come out even or better, he said, 
stating that it appears logical that a 
company could reinstate all standard is- 
sues up to a policy size $1,000 above its 
average, even where a slightly sub- 
standard rating would be indicated if it 
were new business, and still make a sub- 
stantial profit by doing so. This paper 
was the subject of prepared discussion 
by R. F. Tull, secretary, Fidelity Mu- 
tual Life. 


First Year Commission 
on Replacement Business 


A policy of spreading the first year 
commission on replacement business 
over the first three years has worked 
out very satisfactorily in curbing re- 
placements and keeping such business 
strictly on a conservation rather than 
a producton basis, said R. C. McCan- 
kie, associate actuary, Equitable Life of 
Iowa, speaking of the experience of his 
company. Figures on terminations over 
‘the last few years do not indicate that 
this commission policy has resulted in 
business being lost by the company and 
going elsewhere, he said. 

R. S. Rust, secretary Union Central 
Life, discussing Mr. McCankie’s paper, 
said he believed that underwriting of re- 
placement business should be as strict 
as on new business, except for the fi- 
nancial side, since the fact of a man’s 
needing to replace his insurance is in- 
dicative of financial embarrassment 
which is presumably temporary. How- 
ever, he favored limiting replacement 
business to the net amount at risk under 
the old policy. 


New Officers Are Elected 
by the Association 


W. H. Dallas, assistant vice-president 
Aetna Life and retiring president of the 
association, presided at the first session 
and in his presidential address reviewed 
the association’s progress. The pro- 
gram was arranged by J. M. Laird, vice- 
president Connecticut General Life. | 

F, Phelps Todd, vice-president Provi- 
dent Mutual Life, was elected president 
of the association. Other officers are: 
First vice-president, Malcolm Adam, as- 
sistant vice-president Penn Mutual Life; 
second vice-president, Howard Goodwin, 
vice-president Phoenix Mutual Life; sec- 
retary, Leigh Cruess, underwriting secre- 
tary Home Life of New York; treasurer, 
A. J. Riley, underwriting executive, Mu- 
tual Benefit Life; editor of proceedings, 
H Larkin, vice-president, Connecti- 
cut Mutual Life; new members of the 
executive committee: J. R. Harris, Met- 








ropolitan Life; W. H. Lockey, Life In- 





surance Co. of Virginia; J. D. William- 
son, Canada Life; and Edward Ruge, 
Guardian Life of New York. 

The occupation committee met on the 
day before the general sessions. The 
morning session was devoted to the 
liquor industry problem in underwriting, 
under the chairmanship of Morris Pitler, 
statistician, Mutual Life of New York. 
The afternoon was given over to discus- 
sion of bootleg coal miners, geophysical 
exploration for oil, recent occupation 
mortality statistics, and the occupational 
underwriter’s training and qualifications. 
R. F. Edwards, Prudential, was chair- 
man. 








RECORDS 


Northwestern Mutual — Ten-months 
new paid business totaled more than 
$194,311,000, a 23 percent gain. Nearly 
54,000 policies were written, an increase 
of 7.5 percent. Total for all of 1933 
now exceeded by over $2,500,000. The 
October total of $26,240,000 new busi- 
ness issued, was 33 percent ahead of 
September and 20 percent more than 
October, 1933. The past month was the 
second largest month for the past two 
years. A total of over $50,000,000 of 
new business has now been issued by 
Northwestern Mutual on the family in- 
come plan, since it became effective 
Dec. 15, 1933. The average amount of 
the family income policies is $14,950. 

*n & & 


General American Life—The presi- 
dent’s month campaign in October in 
honor of President Walter W. Head 
proved the most successful sales drive 
ever conducted by the company. New 
written ordinary business was 34 per- 
cent above any previous month. New 
paid accident and health business was 
14 percent over any previous months. 
Ordinary business written under salary 
savings plans was the greatest for any 
month to date. 





ae 

Liberty National Life—The annual 
October president’s month campaign in 
honor of President F. P. Samford was 
the best month in the company’s his- 
tory, exceeding October, 1933, produc- 
tion by 45 percent. Seventy percent of 
assigned quotas for the drive were ex- 
ceeded, and 114% of the company quota 
was produced. New paid ordinary for 
the first ten senting is = percent ahead. 


Continental Assurance—Started No- 
vember with more than $173,000,000 in- 
surance in force. There has been an 
increase every year since organization 
and every month this year. Requests 
for loans and cash on policies in 1934 
are 40 percent less than in 1933. 





Merchandise Membership in 
Association, Riehle Urges 


NEW YORK, Nov. 15.—The life un- 
derwriter should use his membership in 
his association in a positive manner, 
making the public aware of the differ- 
ence in ability between the member and 
non-member, thereby helping his organ- 
ized associates and also helping to drive 
out the unqualified and the unfit who 
are in effect unfair competitors and who 
are preventing the complete acceptance 
by the public of the association as the 
representative of the life insurance busi- 
ness, said T. M. Riehle, president Na- 
tional Association of Life Underwriters, 
who was the guest of honor at the No- 
vember meeting of the New York City 
Life Underwriters Association. 


Should Stress Membership Value 


While it is important that life under- 
writers realize the value of the work 
their local and nationa! asociations are 
doing, it is even more important that 
the association be merchandised to the 
general public, so that agents will find 
more and more frequently the question 
being asked by prospects, “Do you be- 
long to your life underwriters associa- 
tion?” said Mr. Riehle. “These effects 
will be gradual but cumulative in value 
to you and they will be even more so 
if you will adopt a positive attitude.” 

The headquarters staff of the National 
association will be expanded to mer- 
chandise the value of the association to 
members and to the public, he said. 





Penalty of Delay Is Shown 


Turning to practical sellng point- 
ers, Mr. Riehle pointed out that last year 
more than $50,500,000 was paid out on 
life policies in force less than one year, 
with accidents and heart disease taking 
the highest toll. During the same year 
more than $1,100,000,000 of ordinary life 
insurance applications were rejected, a 
convincing argument against delay in 
buying life insurance. Mr. Riehle’s 
father, John M. Riehle, veteran New 
York insurance man and manager 
Equitable Life of New York, was intro- 
duced by President J. M. Fraser of the 
local association. ; 

George J. Kutcher, general agent in 
New York City of the Northwestern 
Mutual Life, gave his inspirational, 
practical and witty talk, “You're dead to- 
morrow” which was a feature of the 
recent National .association convention 
at Milwaukee. Mr. Kutcher stressed the 
need of telling the prospect what he 
needs, of the satisfaction of changing 
his “no” to “yes,” particularly when a 
death claim occurs which would other- 
wise have meant far less than adequate 
protection for the man’s dependents. 








“Income for Life” plan. 


tx 


Hard Winter Ahead 


Goose bone prophets freely predict another hard 
winter ahead. But life insurance men who are 
properly equipped for easier selling need not 
wotry over cold weather. 
will keep their home fires burning brightly. 


Fidelity Offers... 


In addition to effective visual appeals which cap- 
ture attention, arouse interest and launch the 
agent into his selling theme in the first few min- 
utes of the interview, Fidelity workers are backed 
by a complete kit of modern policies, including 
Low Rate Life, Family Income and its famous 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA. 


WALTER LEMAR TALBOT, President 


Increased production 


























THE 


NATIONAL UNDERWRITER 





November 16, 193 


















































Ben Hur 


John C. 
Presiden‘ 


A Part 








Fourteen years ago the Ben Hur Life Association, in line 
with its consistent policy of prompt settlement of claims, 
patented the above type of check as an integral part of 
every Ben Hur adult contract. It is for one-tenth of the 
face amount of the policy and, when necessary, can be 
cashed at local banks IMMEDIATELY after the death of 
the policy holder. Furthermore, red tape has been elimi- 
nated and the sun never sets on an unpaid just claim at 


the Home Office. 


BEN HUR LIFE ASSOCIATION 


Founded: 


1894 


Home Office: Crawfordsville, Indiana 


Snyder, 
it 


Edwin M. Mason, 
Secretary 
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NEWS OF THE FRATERNALS 
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Modern Woodmen’s Plan 


Develop Method of Getting Clear Title 
to Mortgaged Properties, Per- 
mitting Sale or Operation 








A plan to obtain clear title to prop- 
erties in Chicago on which it holds 
mortgages or certificates of beneficial 
interest has been worked out by the 
Modern Woodmen. The society will 
secure clear title to 15 properties and 
minority security holders, title to three. 

The fraternal controls operations of 
18 hotels and apartment hotels in Chi- 
cago through trust managers, and owns 
60 to 80 percent of certificates, and size- 
able mortgages for cash advanced in 
previous reorganizations following de- 
fault on bonds. 

Under the plan, the Modern Wood- 
men will relinquish interest in the three 
properties in return for similar action 
by minority certificate holders in regard 
to the 15 other properties. It is said 
distributions to certificate holders will 
be made possible immediately, whereas, 
so long as mortgages and _ interest 
charges remained, this was a distant 
prospect. 

The Modern Woodmen will be free to 
dispose of the 15 properties or operate 
them on a more economical basis. The 
method is without precedent. Only 13 
of the 1,600 certificate holders objected, 
although 50 percent would have been 
needed to block the plan. 

Mortgages on the properties 
over $800,000. 


total 





Suggestions as to Valuation 





National Fraternal Congress Submits 
M dum to National Conven- 



































PROTECTED HOME CIRCLE 
SHARON, 


FOUNDED 1886 
A Legal Reserve Fraternal Insurance Society 


S. H. Hadley, 
Supreme President 


PA. 








Benefit Certificates for Men, Women and Children. 
Opportunities for Field workers in a growing organiza- 


tion. Training classes for new workers. 


L. D. Lininger, 
Supreme Secretary 



































A Mutual Co- 
operative 
Farm, of 
more than 545 
acres, an Old 
Folks’ and 
Orphans’ 
Home, and a 
General Hos- 
pital. All 


THE Security Benerit ASSOCIATION 


Has Legal Reserve Certificates to meet the 
Requirements of any Family and Any Income 


Special Features: 


ADULT 
CERTIFICATES 


American Experience 4% 
Twenty Payment Life 
American Experience 4% 

Whole Life 
— ou 4% 
-up at 70 
N. F. C. 4% Ordinary Life 


JUVENILE 
CERTIFICATES 
American Experience 4% 
Twenty Pay Life 

Two Educational 
Certificates 

Term Certificate to Age 16 
With Transfer Privilege 

Whole Life Level Rate 
Certificate 


Field workers find our contracts most attractive. 
For information address: J. M. KIRKPATRICK, National President 


TOPEKA, KANSAS 





tion of Insurance Commissioners 





The National Fraternal Congress has 
taken a position on valuations before 
the National Convention of Insurance 
Commissioners and presented the fol- 
lowing statement to the committee on 
valuations: 

The National Fraternal Congress 
proposes that the 1934 formula for the 
valuation of life insurance assets remains 
unchanged, except that in connection 
with unchanged paragraph 2, that para- 
graph three be clarified to read as fol- 
lows: 

3. Bonds of governments, states and 
political subdivisions thereof shall be 
valued as provided in paragraph two 
hereof unless in default from before 
Nov. 1, 1932, in which latter case the 
values to be used shall be the conven- 
tion values used for the annual state- 
ment as of Dec. 31, 1931, less 30 per- 
cent of the difference between such 
values and the market price quotations 
on Nov. 1, 1933. 





Production 30 Percent Ahead 


Production of the field force of the 
Ben Hur Life, Crawfordsville, Ind., in 
October was large, adult applications re- 
ceived exceeding in volume the best 
previous production in 1928. For ten 
months the gain over the correspond- 
ing period of last year was more than 
30 percent. The officers expect that if 
November and December production 
continues at the same high level, the 
year’s total will exceed the volume writ- 
ten in 1928. 





Aid Association Increase 
The Aid Association for Lutherans 
had 9 percent production increase in 
September, with $1,272,250 adult insur- 
ance and $378,850 juvenile, and volume 
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Suicide Problem Predominay; 





Medical Director Clark Says 6,000. 
to 9,000,000 People Suffer from 
Depression Ills 





Economic pressure and stress brought 
on by the depression has carried suicide 
as a cause of death in this country to 
a place among the first 20 causes, Dy, 
Tracy H. Clark, medical director Na. 
tional Union Assurance of Chicago 
states in an article in his society’s pub. 
lication, “Topics.” Vital statistics by 
the Bureau of the Census show a Steady 
and definite increase in suicides since 
the 1929 crash. In the period 1930-1939, 
inclusive, figures taken in the registra. 
tion area of the continental United 
States, exclusive of Utah, show in 1939, 
18,496 suicides; 1931, 20,030; 1939, 
20,880. 

He points out that many suicides un. 
doubtedly are recorded as accidents or 
deaths due to natural causes, so the 
number must be considerably larger 
than indicated. 


Gives Some Figures 


Suicides are more common in cities 
than rural districts and more frequent 
among persons of higher education and 
cultural attainment. History proves that 
the suicide rate always rises during and 
following a period of financial stress 
and unemployment. During the three 
years, 1930-32, firearms were the most 
common method, in 1930 6,802 select- 
ing this way; in 1931, 7,515 and 1932, 
2,050. 

Next in order came suicide by hang- 
ing or strangulation, then solid or 
liquid poisons or absorption of liquid 
substances, and by poisonous gases. The 
number who killed themselves by jump- 
ing from high places in 1930 was 604; 
1931, 622; 1932, 702. 

American physicians still are healing 
nervous and mental ills caused by the 
world war, Dr. Clark says, but now 
they are faced with the task of restor- 
ing to health the wrecks of the eco- 
nomic depression. It is estimated from 
6,000,000 to 9,000,000 persons in_ this 
country display signs of nervous and 
mental afflictions as a result of the de- 
pression. “Their treatment is a prob- 
lem which calls for the best therapeutic 
endeavor of the medical profession,” 
Dr. Clark said. If they are properly 
treated, suicide can be prevented. It is 
the doctor’s duty to attack the problem 
of suicidal deaths by scientific methods. 





Investment Experience Good 
Even Fraternals Specializing in Munici- 
pal Bonds Demonstrate Wisdom, 
Ability of Executives 





Although one of the most important 
subjects being considered by the frater- 
nal societies today is whether or not 
to change to a lower reserve basis if 
view of the doubtful future in the m- 
vestment field for some time to come, 
it is undoubtedly true that the fraternal 
societies of consequence in this country 
have demonstrated the wisdom of theif 
investment policy in the five years of de- 
pression. : 

This has been accomplished in spite 
of the fact that the makeup of theif 
portfolios has been in most cases largely 
contrary to the diversification which 1s 
considered essential by investment of 
ficers of old line legal reserve companies. 

Large Ratio of Municipals 

Many fraternals selected the 4 pet 
cent National Fraternal Congress basis 
because the values under this basis ar¢ 
larger. While this was a benefit from 


of new life insurance for the nine , the standpoint of selling fraternal i 








months was $17,788,000, compared with ! surance to the public, it carried the dis 


$14,026,000 in the period last year. 


advantage which is seen approaching 
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the present era, that net yield might 
fall perilously close to the guaranteed 
interest rate. Bs 
Fraternals on 4 percent basis in con- 
sequence of their setup had to have a 
special investment policy. For the most 
art this has been the purchase of a 
large proportion of municipal bonds. 
There has been much publicity about 
defaults of municipalities on bond is- 
sues, but the experience of N. F. C. so- 
cieties on municipal bonds has been 


ood. 
. According to Secretary - Treasurer 


> Thomas H. Cannon of the N. F. C., who 
| js head of the Catholic Order of For- 


esters, Chicago, it is probable the grand 


F average of default on municipal bonds 
' among member societies is not over 
© one-tenth of 1 percent. That even this 
' small percentage presents a problem 
» which the societies desire to solve is 
© evidenced by the fact the delegates at 


Dey TT Ds 


the spring meeting of the N. F. C. in 
Chicago formed a committee to study 
the advisability of having an informa- 
tion bureau to collect information on 
bond issues in default held by member 
societies. ‘The subject was further dis- 
cussed at the Atlantic City annual meet- 
ing and a permanent committee will be 
appointed soon by Judge J. C. Karel, 


| president of the N. F. C. 


Original Committee Members 
The original committee consisted of 


' Mrs. Frances Buell Olson, president De- 
» gree of Honor Protective, St. Paul, chair- 


man; Bradley C. Marks, head of the 


A. O. U. W. of North Dakota, Fargo; 


aS DEA 


Mea SIRE I 


GREG: es ae EEN 


Mrs. Bina West Miller, president Wom- 
en’s Benefit Association, Port Huron, 
Mich.; J. V. Abrahams, secretary Se- 
curity Benefit, Topeka, Kan., and J. S. 
Tolverson, director Equitable Reserve, 
Neenah, Wis. 

Present plans call for some 30 of the 
more important societies in the congress 
to cooperate in this information service. 
It has not been decided what use: will 
be made of the information when it is 
secured, but it is possible that either 
the members of the committee or some 
official of the congress will be author- 
ized to negotiate with officials of mu- 
nicipalities defaulting on their bond is- 
sues toward settlement of the difficulty. 

The societies generally have not had 
good results when they have gone in 
on bondholders’ protective committees. 


_ They have found these expensive pro- 


ceedings, with heavy fees to attorneys 


' and others, and the results not worth 


the cost. 





' Changes Title of Society; 







Admit Other Denominations 





The title of the German Baptist Life 
Association was changed to Baptist Life 
Association at the convention in Mil- 
waukee. The society is 51 years old. 
Membership has been restricted to per- 
sons in the German Baptist denomina- 
tion of this country and Canada. How- 
ever, members of other denominations 
now are eligible, although only Baptists 
can serve as officials. Officers elected 
are: President, Henry Marks; vice-presi- 
dent, A. H. Lueders; secretary, F 
Godtfring; treasurer, J. O. Distler. 


Three Men Confess Taking 
Part in Fake Claim Scheme 


With arrest of three suspects, from 
whom confessions were obtained, Okla- 
oma police and federal postal inspec- 
tors believe a life insurance graft ring 
has been broken up after operating two 
years in Texas, Oklahoma, Missouri 
and Arkansas, and obtaining $20,000 on 
bogus policies and fake death certifi- 
cates. The investigation is being con- 
tinued. C. E. Zurmehly, postal inspec- 
tor at Shawnee, Okla., announced that 
Jack Fullerton, Clifford Morgan and Ira 
Carter were arrested on charges of use 
of the mails to defraud in obtaining a 
$3,000 payment from the Modern 
Voodmen and attempting to collect 














$4,000 on a second policy, also issued 
by that fraternal. 

According to the statement of Zur- 
mhely, Morgan posed as Albert Flet- 
cher and secured a $3,000 policy April 
30 at Muskogee. Later, it was reported 
he was killed in an automobile accident 
near Ardmore. Signatures of an Ard- 
more doctor and undertaker were forged 
to the death certificate. It was also 
said the conspirators arranged for pub- 
lication of a death notice in a Muskogee 
newspaper. Fullerton, who posed as 
Fletcher’s father, was made beneficiary 
and the draft in payment was cashed 
by a Shawnee bank. 


Seek to Forbid Societies 
Being Sued from Operating 








OKLAHOMA CITY, Nov. 15.—The 
Oklahoma state officials are determined 
to compel fraternals to pay license fees, 
taxes and other fees and suits to this 
end will be prosecuted to final deter- 
mination. Direct injunctions have been 
asked against 14 societies to prohibit 
them doing further business until they 
have complied with the insurance laws, 
as Governor Murray and his aides in- 
terpret them. Hearing in these cases 
has been set for Nov. 22 before District 
Judge R. P. Hill of Oklahoma county. 
The fraternals contend they are not 
amenable to -the law, therefore should 
not be required to pay the taxes and 
fees assessed against other insurance 
companies, 


Tries to Upset Deal 


A Springfield, Ill., attorney has filed 
suit in the name of Mary Bohnert, claim- 
ing that the Loyal American Life mem- 
bers have been damaged to the extent 
of $2,500,000 by the fraternal being taken 
over by the Ben Hur Life of Crawfords- 
ville, Ind. The Loyal American Life 
was formerly located at Springfield and 
later was transferred to Chicago. There 
is a 100 percent lien on the policies. 
When any sort of an institution is taken 
over usually someone starts a suit to 
try to upset it. The Ben Hur Life is 
amply able to take care of policyhold- 
ers of the Loyal American Life. 


Benz on Coast Trip 


A. O. Benz, national president of the 
Aid Association for Lutherans, Apple- 
ton, Wis., is on a trip to the Pacific 
Coast, where he will attend a meeting 
of the California federation of the Aid 
Association and meet with agents. He 
expects to return later in November, 
stopping off in Kansas for conferences 
with agents on the return trip. Albert 
Voecks, national secretary of the asso- 
ciation, attended a meeting of the Iowa 
Fraternal Congress at Marshalltown, Ia. 











Has Large Business Increase 


The Gleaner Life had a 79 percent 
increase in paid business for the first 
eight months this year. There was $4,- 
077,393 new paid business compared 
with $2,266,613 for the period last year. 
The society observed its 40th anni- 
versary Oct. 12. The first policy was 
issued Oct. 19, 1894. 


Results of Cannon Campaign 


Final results of the “Cannon Member- 
ship Campaign” conducted by the Cath- 
olic Order of Foresters in honor of 
High Chief Ranger T. H. Cannon’s 40th 
anniversary with the organization show 
that 11,150 new members and $6,000,000 
of business were placed on the books. 








Ferguson District Manager 
C. P. Ferguson has been appointed 
by the National Union Assurance of 
Chicago district manager in Cleveland 
to fill the vacancy caused by the death 
of Senator Sweesy. 


Ohio Congress in Session 
The Ohio Fraternal Congress met in 
annual convention this week in Colum- 





. 





THE MEASURE OF AN 
INSTITUTION 


7; more than ever be- 
fore, the insuring public is in- 
vestigating the stability and se- 
curity behind the organizations in 
which they are insured. 


The A. O. U. W., a legal re- 
serve insurance organization, is 
proud of its record of over 50 
years of progress. Regardless of 
wars, epidemics and business de- 
pressions, every promise to its 
policyholders has been carried out 
in full, with a steady gain in assets 
and insurance in force. | 


The A.O. U. W. of North Dakota 
Home Office: FARGO, NORTH DAKOTA 









SAFE IN ALL KINDS OF WEATHER 


A Life Insurance Organization 
Must Be Prepared to Meet 
Stormy as Well as Sunshine 
Conditions Over Many Years. 


This Association Added One Quarter 
of a Million Dollars to Its Assets 
During the Last Year of the Depression. 


Favorable Territories in Wisconsin, 
Illinois, Minnesota and Michigan. 


EQUITABLE RESERVE ASSOCIATION 
Ht ee tL 





ll 
LOW MORTALITY means 


LOW NET COST 


Our mortality is 35.65% of the expected 
(Am. Exp.). 

Our certificates are modern. 

Our Agency Contracts are liberal. 


LUTHERAN. MUTUAL AID SOCIETY 


Waverly, lowa 
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WoopMen ou WoRLp 


Six Modern Legal 
Reserve Contracts 


© Ordinary Life 

©@Twenty Payment Life 

@ Endowment at Seventy 
@Twenty Year Endowment 
@ Family Income 

@ Juvenile 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 








Operating for forty-four years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 

oe 


Write for particulars and 
open territory to 


PETER F. GILROY, President 
1447 TREMONT STREET 
DENVER, COLORADO 








bus. Franklin Rubrecht, Columbus, is 
president. J. J. Sullivan, Kansas City, 
legislative counsel Modern Woodmen, 
was on the program. Legislative ques- 
tions were discussed. 


Campaign for Two Months 


The Woodmen of the World, Omaha, 
is conducting an October-November 
convention campaign preliminary to the 
head camps and sovereign camps meet- 
ing in 1935. There was $7,428,000 new 
business written in the first 25 days 
of October. 








New Oklahoma Fraternal Licensed 


The All-American Life of Oklahoma 
City, a fraternal, has been licensed by 
the Oklahoma department. oO. 
Brown, Sr., is president; Neal E. Mau- 
reau, vice-president; M. Goodson, treas- 
urer, and Tinch Tilghman, secretary. 


“Southwest Insurer” Launched 


DALLAS, Nov. 15.—The first issue of 
the “Southwest Insurer,” published by 
John C. Leissler, has made its appear- 
ance. The journal starts out with 24 
pages and covers insurance affairs in 
Texas, Louisiana, Oklahoma and Ar- 
kansas. Mr. Leissler formerly was in- 
surance editor of the Chicago “Journal 
of Commerce.” He is a native of Texas 
and has been planning his southwestern 
publication for several years. The 
“Southwest Insurer” is of the standard 
trade journal size and has a large num- 
ber of illustrations as well as some spe- 
cial features. It will be a monthly until 
soon after the first of the year at which 
time it will be changed to a bi-weekly. 


Winnipeg Actuaries Elect 


. A. Macfarlane, general manager 
Monarch Life, has been elected presi- 
dent of the Actuaries Club of Winnipeg 
and E A. Loadman, supervisor of con- 
servation Great-West Life, secretary- 
treasurer. 




















EXCERPTS from 
the report of the Actuary on 1933 operation of the 


Alp ASSOCIATION FOR LUTHERANS 


“It is particularly gratifying to note that the Association was 


able to register such a splendid net gain in the amount of 
insurance in force at the end of 1933. Few societies or life 
insurance companies can point to a more favorable record in 
this respect, and I congratulate the Management upon this 
splendid accomplishment. 


“In conclusion, I extend sincere congratulations to the Man- 
agement, and to the membership in general, upon the satis- 
factory actuarial condition of the Association as disclosed by 
this report. I have no hesitancy in certifying to the fact that 


the Association is in a 


position to fulfill all of its contracts.” 


$1.09 of Assets for every $1.00 of Liabilities 


Arp ASSOCIATION FOR LUTHERANS 


Legal Reserve Fraternal Life Insurance 


APPLETON, WIS. 




















608 Second Ave. S. 





Aggressive and Progressive 


Our record speaks for itself. 
Splendid territory still available. 


LUTHERAN BROTHERHOOD 


Herman L. Ekern, Pres. _ 


Minneapolis, Minn. 
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ILLINOIS INSURANCE CODE 


The proposed insurance code for IIli- 
nois is now being whipped into shape 
by the advisers of the state legislative 
commission, which is sponsoring it. The 
commission consists of Senators Bar- 
bour and L. A. Williams and Represent- 
atives George Fitzgerald and Ben 
Adamowski of Chicago and Gus John- 
son of Bloomington. It was thought 
that the hearings could start about the 
middle of this month but that is found 
impractical as the work could not be 
completed. Insurance Director Palmer 
will attend the meeting of the National 
Convention of Insurance Commissioners 
at St. Petersburg, Fla., the first week of 
December. There may be one hearing 
before he goes but the likelihood is that 
hearings will not start until his return 
from the meeting. 

* * x 


COMPANY WINS SUIT 


The United States Circuit Court of 
Appeals in Chicago has upheld a directed 
verdict against the widow of W. : 
Kahn, who was attempting to collect 
$30,000 life insurance. Mr. Kahn killed 
himself in his office Jan. 12, 1932. His 
policy contained a two-year suicide 
clause. The two-year period expired 
five days after the suicide. Mrs. Kahn 
rejected the company’s offer of the 
amount her husband had paid in pre- 
miums. She contended that the two- 
year clause ran from the date when the 
assured signed the application. This was 
nearly two weeks before the day the 
policy was issued. 

a FO 


EQUITABLE FORCE IN REVIEW 


The third annual review and dance of 
Chicago agencies of the Equitable Life 
of New York will be held at the Palmer 
House Dec. 8. This is an elaborate af- 
fair, consisting of a musical show, va- 
riety acts, etc., stage-managed by Ned 


GC. is VU. 


. J. Rowe, president Fifth-Third 
Union Trust Co., Cincinnati, spoke in- 
formally before the Cincinnati C. L. U. 
chapter Monday on the effects of infla- 
tion in the life insurance business. | 

Grant L. Hill, director of agencies 
Northwestern Mutual, told the Cincin- 
nati chapter last week that the C. L. U. 
designation gives the public an accur- 
ate measuring stick for determining the 
experience, ability and dependability of 
the agent. He discussed the survey the 
Northwestern Mutual had made of its 
C. L. U. agents, the results of which 
he gave in his address before the Na- 
oe association convention at Milwau- 
ee. 

He awarded diplomas to Paul John- 
son, Midland Mutual; Robert Lauer, 
Northwestern Mutual and Warner Wil- 











‘|son, Guardian Life, upon the successful 


completion of the C. L. U. course. W. 
T. Earls, New England Mutual, and W. 
J.. Mack, Northwestern Mutual, are 
other Cincinnati agents achieving the 
designation this year. 


* * 


Committees of the Indianapolis Char- 
tered Life Underwriters have been an- 
nounced by President E. A. Krueger. 
The chairmen are: Executive, E. A. 
Krueger; advisory, L. T. Boyd, Ko- 
komo; membership, C. C. Crumbaker; 
education, R. H. Habbe;, program, Carl 
McCann; publicity, E. A. Krueger; fi- 
nance, D. W. Flickinger; arrangements, 
F. D. Brosnan; affiliations, H. E. Ny- 
hart. 

“How Investment Trends Affect Life 
Underwriting” will be discussed by A. 
A. Zinn, vice-president of the State Life 
of Indiana, at the Indianapolis C. L. U. 





luncheon Nov. 16. 








Becker, unit manager of the Sam Lug. 
garten agency, who formerly Produces 
acts for the Orpheum circuit. Al} th 
talent is drafted from the Equitable, 
Chicago organization. There will be, 
10-piece NBC orchestra and dancing 
after the show. The show last year wa 
given at the Medinah Athletic Club ang 
was so popular that it was taken out 
the Speedway hospital for a special pe. 
formance. The committee in Charge 
consists of W. M. Echols, chairmay 
agency cashier; A. M. Sloan, assistay 
to W. M. Rothaermel, superintendent ¢ 
agencies, central department; S. 4 
Henchie, assistant cashier; W. J. Simp. 
son, office manager W. Woody 
agency; P. C. Mueller, office manage 
P. B. Hobbs agency; L. C. Monsoy 
office manager Lustgarten agency, ani 
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H. C. Hull, in charge of conservation jy He 
the cashier’s office. duc 
Tet sale 

EQUITABLE SALES ADVANCE in 1 
October paid business in Chicago of a 
the Equitable Life of New York wa ess 
$5,522,369, an increase of 55 percent re 
over Octobeer, 1932, and of 37 percent SS 
over the same period last year. The re hin 
sults at the end of October show an in | 
crease of 11 percent over the entire year JR Bl 


of 1933. In the middle west new paid A 
business increased 23 percent over Oc. 4 
tober last year and 34 percent for the 


corresponding ten months of 1933, pe 
These figures are exclusive of group in- 2 
surance, A th 
* Ok OK the 

© hin 


HOBART & OATES TO MOVE 


Hobart & Oates, Chicago general A 
agents of the Northwestern Mutual Life, 
have rented new quarters at 208 South 
La Salle street, Chicago, across the & 
street from where the agency had been & 
located for 27 years, it being in th & 
Rookery building. This will enable the f 
agency to adjust its office arrangements FF 
more satisfactorily. 


Columbian National Club Secretary 


L. J. Rosenberg, general agent af 
South Bend, Ind., has been announced 
as secretary of the Columbian National 
Star Producers Club for the current 
year. This club year opened June 1, 
1934, and four months later Mr. Rosen- 
berg had completed his qualification. 
The second representative to qualify 
with new paid premiums for the cor- 
vention club is automatically elected 
secretary. General Agent Rosenberg 
recently celebrated his tenth anni 
versary with the company and during 
that ten-year period he has never failed 
to make the club. 


Buck With Guarantee Mutual 


The Guarantee Mutual Life of Omaha 
has appointed G. M. Buck of Des 
Moines manager for 16 counties in cet- 
tral Iowa. Mr. Buck was vice-president 
and agency supervisor of the Central 
Life of Des Moines for several years 
and for the past two years was with 
the Mutual Life of New York. Hs 
new office will be in Des Moines at 31? 
Liberty building. 


Nossaman Wichita Manager 


Ober Nossaman has been appointed 
Wichita manager of the Union Centra 
Life, with supervision over southert 
Kansas. He succeeds Earl Reed, wh? 
was recently promoted to Oklahom 
state manager with headquarters ™ 
Oklahoma City. 





J. G. Harper has been appointed sé 
eral agent of the Amicable Life wit) 
headquarters at Midland, Tex. G. A. Blue 
who was formerly with the company, has 
returned and established his head 
quarters at Sherman, Tex. 
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Correction of Mental Attitude 





Is Veteran’s Solution 














at his problems from his viewpoint. Give 
him friendship. There are countless 
acts of friendship that will bind your 
men to you. You send your prospects 
birthday cards, but how about your 
men? Remembering their wedding an- 
niversaries, birthdays, their children’s 
birthdays, etc., will build friendliness 
and confidence without which you can- 
not be successful as a supervisor or a 
general agent.” 


Salary Savings Plan Opens 
Way to Popular Insurance 





The advantages of the salary savings 
system plan of payroll deduction in 
these present times of instalment pay- 
ments are admirably illustrated by the 
experience of J. Gordon Reddy, of the 
New Orleans agency of the Lincoln 
National Life. 

While canvassing a salary savings 
system case, Mr. Reddy discovered a 
prospect who had no life insurance and 
who at the time felt he could not af- 
ford it, even though he was making a 
substantial salary. Eight months later, 
this prospect was a policyholder, with 
a total of $34,371 in the Lincoln Na- 
tional. This total amount of insurance 
is made up of five policies sold at dif- 
ferent intervals and provides the policy- 
holder with an excellent program of 
protection and saving. 

“The value of the salary savings sys- 
tem is well demonstrated here,” Mr. 
Reddy said in discussing the plan. “I 
could not have sold this man so many 
times (five) without the aid of the 
monthly deduction plan.” 








Prospecting Outstanding 
Problem of Older Agents 


PHILADELPHIA, Nov. 15.—Pros- 
pecting is the outstanding problem con- 
fronting older agents, it was developed 
at the first of a series of round table 
discussions of the Philadelphia Associa- 
tion of Life Underwriters manager con- 
ference. Through questions and an- 
swers, Walter Craig, State Mutual; H. 
C. Cross, Prudential, and Emmet Mur- 
phy, Equitable Life of New York, dis- 
cussed “Motivation of Old Agents.” 


Personal Conferences Best 


Personal conferences with the older 
agents were held to be the, most suc- 
cessful way of dealing with these men. 
The agents’ problems are individual and 
their confidence must be rebuilt. Old 
men get into the habit of calling on 
certain types and classes of prospects 
and they need to branch out. The old 
men know enough about the business, 
but they don’t know where to go. In 
many cases the older agents are stopped 
from using the endless chain method be- 
cause their sales talk has become anti- 
quated. 

Time control also increases the vol- 
ume and quality of the business of older 
men. A study of agents’ time shows 
that the best agents do not average over 
20 hours a week in the field. The aver- 
age time spent with prospects is about 
six hours a week. 











The J. M. Fraser (New York City) 
Agency of the Connecticut Mutual Life 
paid for $1,040,558 in October. 











1 Out ty 
cial per DETROIT, Nov. 15.—The veteran | of any salesman when he looks beyond 
| Charge underwriter who has lost his grip since | himself for failure. 
hairmay the advent of the depression is inclined The real truth is that he has throttled 
assistant, blame everyone and everything for | his activity with fear. He has forgotten 
ndent of his present situation except the true | the purpose and beauty of life insurance 
, AM cause—his own mental attitude, E. W.|in action; he has forgotten that as he 
J, Simp \lbachten, general agent Pacific Mu-|thinks he travels—that he can realize 
Woo; tual, told the Detroit Life Insurance | the vision, not the idle wish of his 
manage Supervisors Association at the Novem-| heart. Perhaps he can see the right 
Monson ber meeting. Mr. Albachten spoke on | thing to do but lacks the courage to 
me, “How to Get the Old Man into Pro- | reform. 
j N in 38 
duction. £ Sellin 
“Looking back, the veteran finds that | Job of Selling _ 
sales were made with comparative ease Is Mental Attitude 
VCE in what he is pleased to term ‘the good “The job of selling is mental. The 
Im old days,” said Mr. Albachten. “With | mainspring of action is not knowledge 
Cago of MS his vision blurred and his thinking proc- | and intelligence but warmth of feeling. 
rk was esses scarred by the onslaughts of the | It is only as you appeal to this man’s 
Percent HES present depression, he sighs hopefully | emotions that you can slowly build him 
Dercent MP for a change. A change in what? In | back to production. A first principle of 
The rR} himself? Emphatically not. psychology is to get a man to like you 
y an in if you want him to have confidence in 
ire yea J) Blame Everything Self your judgment. Men who like you and 
'W Paid Anybody Except Se have confidence in you will accept your 
ree Oc. “Today he is inclined to blame con- | direction. _ 
Or the ditions, the prospect, the manager, the “In building that confidence I sug- 
1933 company, the office force, the inflation | gest that you give generously of your- 
on of currency, the political party in power, | self—give him attention when he seeks 
© the NRA—anything or anybody except | you out, give him praise when praise is 
; ' himself. He has found a multitude of | due. Never fail to give him credit per- 
7 F reasons for his failure to close business. | sonally and in meeting for some partic- 
yeneral A host of things have obscured his vi- | ularly fine work, a clever bit of sales- 
al Life, (FF sion of a life underwriter’s mission. Old | manship, an idea. — Give him considera- 
South HB? or new, it is a sad moment in the life ' tion, put yourself in his shoes and look 
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61% Gain in paid business for the 


year to date is the record made 


by THE LINCOLN NATIONAL 


LIFE INSURANCE COMPANY of 


Fort Wayne. 


Oetober.,. 





In 


Indiana. 


1934, the 


company scored an increase of 


82% 
October, 1933. 
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ACTUARIES || 





CALIFORNIA 


NEW YORK 








Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 


437 So. Hill Street 


114 Sansome Street 
LOS ANGELES 


SAN FRANCISCO 








MILES M. DAWSON & SON 
CONSULTING ACTUARIES 


500 Fifth Avenue New York City 














ILLINOIS 








CAMERON & CHAMBREAU 


Consulting Actuaries and Tax Consultants 
1808-1809 Harris Trust Building 
111 West Monroe Street 
Chicago, Illinois 


Organization Reconstruction ’ 
Federal Tax Work Agency Planning 
Management Pension Plans 


Washington Office, Shoreham Bldg. 














DONALD F. CAMPBELL 
CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 1213 


CHICAGO, ILLINOIS 














L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 














Established 1865 by David Parks Fackler 


FACKLER and BREIBY 
Consulting Actuaries 
Edward B. Fackler William Breiby 
8 WEST 40TH STREET NEW YORK 














ELDER A. PORTER 


F. A. S. F. A. I. A. 
Consulting Actuary 


102 Maiden Lane 
NEW YORK, N. Y. 














Woodward and Fondiller, Inc. 


Consulting Actuaries 


90 John Street, New York 
Telephone Beekman 3-6799 














INDIANA 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 








Woodward, Ryan, Sharp, Davis & Hezlett 


Consulting Actuaries 
Jonathan G. Sharp W. Harold Bittel 


Evelyn M. Davis Robert S. Hull 
Edward H. Hestett John Y. Ruddock 
Partners Associates 


Ninety John St., New York, N. Y. 























HARRY C. MARVIN 
Consulting Actuary 


307 Peoples Bank Bldg. 
INDIANAPOLIS, INDIANA 

















MISSOURI 





CARL J. WEST 
Consulting Actuary 
Life Automobile Casualty 
8 East Broad Street 
Columbus, Ohio 
Organization 

















PENNSYLVANIA 








ALEXANDER C. GOOD 
Consulting Actuary 
615 Trust Co. Bldg., Jefferson City, 


an 
800 Security Building, Kansas City 








FRANK M. SPEAKMAN 
Consulting Actuary 


Associates 
Fred E. Swartz, C. P. A. 
E. P. Higgins 


THE BOURSE PHILADELPHIA 
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10 EAST PEARSON ST. 





PURE PROTECTION 


LIFE INSURANCE 


Is Not Expensive. Estimated Average Annual Cost 
Per $1000.00 Whole Life Policy 


AGE—35—$13.17 


REDUCED TO THIS FIGURE BY AN EARNED DIVIDEND 


NO CASH LOAN or CASH SURRENDER VALUES 
OR OTHER EXPENSIVE SO-CALLED INVESTMENT FEATURES 


No Winds of Chance—No Sudden Change in the Current of Business 
Affairs Can Affect the Strong Financial Position of This Company 


Excellent opportunity for salesmen—Illinois, Michigan, Indiana, Missouri. 


NTERSTATE ReEoeuwe LIFE 





an Experience, 4% 





$2.50 I'dg 
CHICAGO 











Equitable Life to 
Issue Par Annuity 





(CONTINUED FROM PAGE 1) 


The Equitable’s announcement this 
week stated that simultaneously with the 
introduction of the participating annuity, 
a new scale of annuity tables will be 
adopted under which a slightly lower 
minimum return will be guaranteed to 
the annuitant, but this minimum income 
will be subject to increase by annual 
dividends as earned and apportioned. 
The new annuity tables and participat- 
ing feature will apply to new issues and 
in no way will affect outstanding an- 
ruity contracts. 

One of the most significant things 
about the change is that it places the 
Equitable of New York 100 percent in 
line as a mutual company. There have 
been some maangers and agents in the 
field who thought that it was inconsist- 
ent in a mutual life company to permit 
policyholders participation on some con- 
tracts and not on others. : 

The participating annuity idea is 
somewhat new in the field and therefore 
not clearly understood everywhere. Some 
agents have felt that this form would 
leave the annuitant with less of an ac- 
tual guaranty and with an income more 
subject to fluctuations due to economic 
conditions. It is believed, however, that 
the participating annuity will work out 
almost the same as the older forms, and 
perhaps somewhat better as the coun- 
try recovers from depression and values 
rise. 

Most life companies have made some 
excellent investment purchases during 
the depression at rock bottom prices. 
In fact some investments, it is said, may 
show an actual return on purchase price 
of 8 or 9 percent when the country gets 
back to normal. Such results would be 
highly beneficial to participating annui- 
tants. 

Income settlement options in life con- 
tracts probably will not be affected as 
most companies pay an income under 
these options based on a certain interest 
assumption plus any excess interest 
earned and apportioned. 


A. M. Best Plan of Rating 
Companies to Be Continued 





(CONTINUED FROM PAGE 8) 


sets and questionable management pol- 
icies, Mr. Best declares, and there is not 
a single item for which a company re- 
ceives a “demerit” in the rating system 
that any insurance commissioner could 
reasonably differ on, he said. Every ef- 
fort has been made to keep the ratings 
fair, he contended, pointing out that the 
Best Company might have made the 
qualifications for an “A” rating much 
stiffer, but instead of doing so had made 
it possible for even a small, young com- 
pany to get an “A” rating if it operates 
under high standards of investment and 
management. 


Effect of “B” Rating 


The “B” rating, he continued, has had 
a very healthful effect, for it is given to 
companies which would rate an “A” in 
all particulars except for certain items 
that should be corrected before they be- 
come serious, the result being that the 
“B” companies get busy and correct 
these conditions in order to regain the 
“A” rating, whereas if they were not 
warned by the “B” rating there would 
be less incentive toward improvement, 
he continued. 

Substitution of “comment” ratings for 
letter ratings as suggested by the A. L. 
C., would make possible distortion of 
such comments by agents, and would 
have the disadvantage of showing up 
bad spots in a company more clearly 
than its elements of strength, as many 
factors of company strength are more or 
less hidden and difficult to appraise, Mr. 
Best said. As far as the reports hurting 
a company’s business by revealing bad 
spots is concerned, Mr. Best said that 
since the reports must wait until annual 








statements are in, any adverse report j 
usually not out until long after rum 
have got around as to a company’s egg 
dition. At the same time, any Company 
can regain its higher rating withow 
waiting for a new annual statement # 
it puts in enough money to bolster y 
the weak points, Mr. Best asserted, 


Best’s Closing ‘ Shot 





In conclusion Mr. Best said: 

“It seems to us that the America 
Life Convention as an organization j 
confronted with a question of policy g 
major importance to it and to the be 
ter element in its membership. Of i 
127 member companies, 86 carry gy 
recommended ratings. Some of th 
companies carrying lower than recom. 
mended ratings are under honest map. 
agement and are making progress, which 
as time goes on will be reflected iy 
higher ratings. A considerable number 
of members, however, are in very doubt. 
ful condition. The convention is clearly 
under a strong moral obligation to deal 
vigorously with the situation.” 


Dividends of Guardian Lif, 


New Scale for 1935 Shows Somewhat 
Lower Basis—Statement by 
the Company 


N 


























The Guardian Life announces a new 
and slightly lower dividend scale for 
1935. 

In a letter to its force the Guardian 
says: 

“A new scale has been prepared on the 
basis of a formula embracing an interest 
rate more in keeping with current con- 
ditions. It results in slightly lowered 
dividends, those for the early policy 
years particularly showing but nominal 
decreases. The directors, in keeping with 
such dividend action, likewise concluded 
that the rate of interest payable on funds 
on deposit in 1935 should be 41%4% per 
annum.” 

The dividends on the ordinary life pol- 
icy per $1,000 are: 


$4.30 $4.41 
4 4.3 44 


4 4 -62 6 
4.37 4.48 4.67 4.80 5.59 
4.40 4.52 4.72 4.85 5.68 
4.43 4.56 4.75 4.90 

4.59 4.95 
5.00 
5.06 
5.13 
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President Riehle in Boston 

BOSTON, Nov. 15—T. M. Riehle. 
President National Association of Life 
Underwriters, is making appearances 
here today and tomorrow. He was the 
speaker this noon before a meeting 0 
the Equitable Plus Club, an organiza- 
tion of leaders of the Equitable Life 0 
New York in Boston and_ environs. 
Tomorrow he will appear at a luncheon 
meeting of the Boston Association 0 
Life Underwriters. Mr. Riehle will also 
go into session with the directors of the 
Boston association in what he calls 4 
“sit-down” meeting, where  currett 
problems will be discussed. 
































